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Shoe Style Independence 


What It Has Done to the Shoe Trade 


T= Fourth of July, 1926, be- 
cause of its being the 150th an- 
niversary of the signing of the 

Declaration of Independence, is a 

very significant date on which to 

fasten the three great steps of de- 
velopment of this country. 

The first fifty years, from 1776, 
might be well termed the infant 
period of our republic, when men 
were trying to find out the simple 
solutions of homely living. The 
greatest growth in this period was 
political and mental. Transportation 
was on the basis of what a horse 
could draw. 

The second fifty year period was 
the great pioneering cycle of time 


when men traveled westward for 
land or for gold. The merchant went 
along a short time afterwards and 
set up his store and started a simple 
business. The getting of goods was 
the important thing; transportation 
was growing, railroads were spread- 
ing and the land was fastened down 
by private ownership. It was a great 
pioneering and agricultural period. 


HE exposition of 1776 started 
the greatest machinery move- 


ment in the history of all time. The 
real beginning of the shoe industry 
as a manufacturing craft was devel- 
oped in the showings of that exposi- 
tion. Perhaps you can well say that 


the fifty years, up to 1926, were 
years of machine development. Vol- 
ume production was the great desire 
of that age. All three of these pe- 
riods were great masculine preiods. 
The developments of all three were 
in the main masculine achievements. 


HAT will the new cycle of fifty 
years develop? In the shoe 
trade it is pretty plain that distribu- 
tion and still higher standards-of- 
living and dress will go forward into 
the next period as the problem of the 
merchant, as well as the individual. 
Women step into this next great 
cycle of years with an importnace in 
social life, as well as in the wants 
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and desires of automobile transpor- 
tation, home furnishing; diversified 
amusements and activities, and 
greater expression in dress. If a 
new Declaration of Independence 
were to be signed as of July 4, 1926, 
it would have female signatures on 
it and a number of principles that 
indicate new modes of living and all 
the ramifications of what might be 
termed getting the “most pleasure 
out of life.” 


HE standards of living are in- 

creasingly bettered as time goes 
on. Many women have total inde- 
pendence on the score of earning 
their own way, and this is a factor 
in the new scheme of things. 

Many keen observers have come to 
the conclusion that we are just on 
the date of a new cycle of oppor- 
tunity in industry, and that the man 
when can sense what people want 
and supply that great national want 
with the right goods at the right 
time, he will be successful. The 
wealthy man of the future, will build 
his fortune on something pertaining 
to the home and its development, 
food and its distribution, or perhaps 
apparel and its development. 

It has become the conviction of 
the shoe trade that it isn’t the easiest 
thing in the world to superimpose 
volume production on top of custom 
demand. 

It is hard to reconcile production 
in the tens of thousands of pairs, 
‘based on orfe last and one pattern 
which gives maximum economy in 
production, with a demand that 
calls for a diversity of patterns, ma- 
terials and lasts that was formerly 
only possible in custom shops. It 
is this problem that lies ahead. 

The BooT AND SHOE RECORDER, 
through its many field men and trade 
investigators, has been making an 
earnest attempt to find out what is 
wrong with business and, if possible, 
to prescribe a remedy. This ques- 
tion has been asked of many 
hundreds of shoe men _ recently: 
“What is wrong with the shoe busi- 
ness?” Answers range from wis- 
dom to near idiocy. Here are a few 
taken at random: 


66 ILD women can’t be pleased. 
They return so many shoes 
we lose money on their trade.” 
“Prohibition makes people crave 
drink, spending all their money with 
bootleggers.” “Automobiles, Radio, 
Credit Installments, too much jazz, 
too much pleasure-seeking, too 
much extravagance,” etc., etc., and 
so on and so forth. 
Ten different stores in one square, 
all in different lines of trade, asked 


the same question with their busi- 
ness substituted for “shoes” gave 
answer that business was rotten for 
very nearly the same reasons, except- 
ing, of course, his own trade. Some 
of these tradesmen blamed the shoe 
business for conditions: “Wild wo- 
men spending all their money for 
shoes.” The radio man blamed the 
automobile man and vice versa. And 
so on down the line, the buck was 





Is the Shoe Game 
a Gamble? 


ORE women’s shoes are 

being made than ever 
before, but do you know of 
many shoe manufacturers or 
retailers making big money? 
@ Have you ever estimated 
the loss represented in new 
styles that do not catch on? 
Out of the thousands of new 
lasts, patterns, leathers, heels, 
trims, etc., produced in sam- 
ples the past few months, how 
many were successful? How 
much money was lost on the 
gambles? 
@ Is the shoe business becom- 
ing a gambler’s game? 
@ Are young men wise when 
they express a desire to get 
out of the “damned business” 
as one boy called it at a re- 
cent convention? 
@ Would it not be a wise ac- 
tion for shoe manufacturers 
and merchants to sit down 
and think it all over carefully 
not from a “style” standpoint 
but from the more conserva- 
tive ground of stabilization 
and elimination of waste? 














passed along. Everything and every- 
body was to blame excepting them- 
selves. 

What a rare thing it is to see any 
person step out and declare that he 
himself is at fault. 

Why cannot the shoe trade see 
itself? Why can it not X-ray its 
very soul and find the cause of the 
trouble? 

A near approach to a solution of 
the problem is made by a man who 
sits apart from the business world 
and views it with unprejudiced 
eyes. He retired from business 
some years ago and has since been 
on the side lines where he can get 
a clear vision. Listen to him: 

“There seems to be no stability to 
the shoe business. It has become a 
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frenzied competition of manufac- 
turers, each trying to out-smart the 
other. This, of course, applies to 
women’s shoes—there is apparently 
nothing else in your trade so much 
discussed. Right now few manu- 
facturers or retailers can forecast 
style in women’s shoes more than 
three months in advance. Your 
style makers limit their prognosti- 
cations to a very limited time, I be- 
lieve. You tell me that style has been 
the salvation of the women’s shoe 
business, that had it not been for 
this orgy of style the shoe business 
would have been in much worse con- 
dition. But style may be a two-edged 
sword. The very condition created 
by style has confused the public 
mind. By that I mean women’s 
minds. They shop around, uncer- 
tainly, doubtfully, always seeking 
that newest thing. They are afraid 
to buy because they may see some- 
thing they like better after the pur- 
chase is made. That makes selling 
more and more difficult. It is cost- 
ing more to sell women’s shoes than 
ever before in history.” 


66 HERE is no possibility of mass 
production under such condi- 
tions. No factory can settle down to 


‘a stable run. Purchases of materials 


has become a gamble. Leather men 
say that more leather is bought for 
samples than for actual production 
in pairage. Salesmen on the road 
are supplied with new samples every 
few weeks. How can a merchant 
buy with any degree of certainty 
when new styles are popping out 
every few days? If I were a dealer 
in shoes I would be afraid to buy in 
quantity. We all know that hand- 
to-mouth buying is bad for any busi- 
ness. But how else can a merchant 
buy under the present conditions?” 

“Shoe men complain that automo- 
biles are taking up too much of the 
nation’s surplus money. That people 
are riding too much and walking too 
little, consequently they wear out 
fewer shoes. I have heard it ‘said 
that the auto is ruining business. 
Well, judging from the stock reports 
the automobile business is far from 
ruination. They have simply done 
a better job of stabilizing, of selling, 
of mass production. Do you see 
automobile models changing every 
few months? Automobile makers 
pull together. There is less of the 
frenzied in their methods. Do shoe 
men ever act as a unit on any 
matter?” 


¢¢ A UTOMOBILES have taken a 

strong hold upon the public 
fancy because they have been sold 
as a utility as well as a pleasure. 


[CONCLUDED ON PAGE 56] 
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The Inquiry: 

We are sending you 134 size 
sheets with description of the 
shoes, the heel height, the number 
of pairs and selling price. We will 
sincerely appreciate your distribut- 
ing these on each sheet the way the 
sizes should be bought in order to 
be well proportioned for trade in 
our section of the country. Also 
will appreciate any notations of 
comment you will make on each 
sheet regarding whether or not the 
line as described is desirable and 
if the number of pairs listed is too 
many or two few. 


The Answer: 


HESITATE to make an attempt 
| to go quite as far, in my reply, 

as you ask me to do. The 134 
order sheets, which you submitted 
for my examination, call for the pur- 
chase of 6041 pairs of shoes, with 
a total value at retail prices of $40,- 
547.49. It would be presumptuous 
of me, sitting at my desk a thousand 
miles distant from your store, to 
assume responsibility for passing 
upon the merits of the styles which 
you have looked at and which you 
are thinking of buying, for deter- 
mining the number of styles to buy, 
for charting the sizes 
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TELL- U-HOW | 


A Boot and Shoe Recorder Department 


in which will be found the solution of Ga 
merchandising problems submitted by a 
merchants to O. K. Johnson, Associate = 


Editor of Merchandising Practice 


to do, what your total expense is and 
what items enter into it, your per- 
centage of markup, what your turn- 
over has been and what it is likely 
to be in the next year, what has 
been the history of the shoe busi- 
ness in your store, what the records 
of your past experience tell you. 

I do not know your community 
intimately, so as to have any opinion 
as to the style preferences of your 
customers, or the shoe size require- 
ments of the women in your city— 
whether their feet average broad 
and large or long and narrow, and 
whether size charts should be based 
on C or B widths for your store, or 
what prices the women want to pay 
for their shoes. 

I do not know what competition 
you are up against. 

I do not know the merchandise in 
any specific way. I haven’t com- 
plete descriptions of it; I haven’t 
seen the samples; I do not know 
what their specifications are or how 
good they are, either from the point 
of view of style or value or fitting 
qualities; I haven’t seen the lasts 
on the feet, and so I do not know 
how they run for size and how they 
fit. I do not know what the mer- 
chandise costs. 

I do not know whether these or- 
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ders are for immediate delivery or 
for delivery in midsummer or early 
fall. 

If this is your initial order for 
shoes for a new store or for a shoe 
department in an established store, 
of course there is little likelihood 
that there are available any actual 
records of local business to give a 
clue to size of stock required, num- 
ber of styles, number of pairs, sizes, 
prices or style demand. But if these 
orders constitute the buying sched- 
ule proposed for an established shoe 
store, then the store should have 
records of past performance and 
procedure, and these records should 
be consulted and studied and used as 
a guide to action at this time. In 
the latter case, too, the way in which 
new orders are written would de- 
pend in some measure upon what 
footwear is now in stock. 


T is probably true that no two buy- 

ers would entirely agree on any 
buying schedule which might be 
outlined for your store. They would 
be sure to differ somewhere along 
the line on the selection of styles, 
patterns and colors, and on the size 
charts specifying quantities on each 
size and width. So I am not even 
hoping that you yourself will wholly 
agree with me. But I 
submit some sugges- 





and widths and quanti- 





ties of each style, and 
for checking up prices. 


7-——Number of——_, Retail 





Just think, for a min- Style Styles Pairs Value 

ute, of the facts which House slippers fs ame . oe 475 $931.96 

* mfort s ae er 9 401 2,076.38 

are not in my posses- DID, oo oo55cccc0s ccc 27 1,204 8,520.50 

sion: Pumps, black satin eer ree 10 307 2,226.25 

I do not know much = Pumps, black kid 202001 3 is aease 
mps, blac re . 

about your store, what a po mae | ms nual ans = nar | 11,502.00 

; F b umps, colored suede.......... 325.00 

your business is like, Pumps, black velvet .......... 7 293 2,105.50 

Pumps, white kid ............ 7 363 2,658.95 

what type of merchan- _ Oxfords, white reignskin |__|. 3 110 715.00 

dise you carry, the fea- Oxfords, black isc sia-o«s 19 563 4,817.65 

x ere 319.70 

tures of your merchan- Pumps, block Pea ses apt 

dising policy, the sort Pumps. tan calfskin... |. eb wt 

4 Pumps, white satin ....... .... vi eee |) aeeene 

of trade to which your = Guftrds, "black calfskin... fp ease’, (seenes 

store appeals, how Oxfords, tan ealfebin ate Rt «hl. Lads 

large your store is, xfords, brown es eee sg be ake Mat. \. +>e08 

what volume of busi- a 134 6,041 $40 547.49 


ness you do or expect 


on tions with the thought 

anges 

Suggested that you may care to 

Gola Peirs check them up against 
vour own ideas and ex- 


13 594 
a = perience. The result of 
= considering your prob- 
22 210 lem from both an out- 
° 3% + side and an_ inside 
: ° point of view will 
11 71 without doubt be prof- 
= itable. 

H c The comment which 
6 378 follows is not offered 
5 as the final word to 
‘ 90 your problem. Indeed, 


... if later you furnish 
full information re- 
garding the situation 


an 
a 
bed 
_— 
nN 
— 


























BOOT AND SHOE RECORDER 


July 3, 1926 


This method of arranging shelvina, aves to Smith’s Ranternu of Santa Barhara, Cal., an opportunity of 
carrying a much larger stock than would be the case if side walls only were used. 





in your store, it is quite possible 
that my opinion might be altered in 
some respects. All I can try to do 
is to make such comment as would 
be natural in going over your memo- 
randum for an advance-of-the-season 
order. 

Notations on your order sheets, 
while doubtless enough for your use, 
are not sufficiently complete to tell 
me the story of the different styles. 
But I have identified types and 
styles as accurately as possible, and 
have classified the whole 134 into 13 
groups. In the box at the bottom 
of this page is given a summary of 
this grouping, and with it the 
changes I suggest. In order that 
you may get an accurate check on 
my grouping, I insert here a memo- 
randum of your serial order num- 
bers as I have assembled your styles 
in the various groups. 

Classification of your styles by 
serial order numbers: 

House Slippers: 5, 4, 12, 8, 9, 14, 
13;,4;:%:3, 38. 

Comfort Shoes: 13, 20, 2, 1, 18, 
15, 16, 17, 19. 

Pumps, patent leather: 125, 121, 
120, 101, 100, 85, 83, 81, 84, 79, 80, 77, 
75, 73, 76, 74, 71, 72, 70, 51, 50, 
T40, 31, S32, 29, 23, 78. 

- Pumps, black satin: 119, 127, 89, 
105, 106, 104, 102, 126, 21, 103. 


Pumps, colored satin: 111, 65, 66, 
62, 59, 64, 60, 61, 63, 67. 

Pumps, black kid: 82, 30, 24. 

Pumps, colored kid: 112, 110, 22, 
25, 96, 97, S33, S34, 35, T36, T37, 
T38, T39, 116, 95, 90, 94, 91, 92, 88, 
93, 122, 86, 87, 114, 109, 58, 107, 99, 
98, 57, 108, 115, 118, 117. 

Pumps, colored suede: 69. 

Pumps, black velvet: 134, 128, 129, 
130, 181, 182, 133. 

Pumps, white kid: 46, 47, 48, 28, 
49, T41, 45. 

Oxfords, white reignskin: 42, 43, 
44, 

Oxfords, black kid: 124, 118, 26, 
52, 58, 54, 55, 56, 27, 68. 

Oxfords, sport: 123. 


Comment on Figures 


You will notice that I suggest 
cutting down the assortment of 
styles almost 50 per cent, listing 68, 
compared with your memorandum of 
134. 

You will also see that I suggest 
cutting down the quantity about one- 
third, from 6041 pairs to 3984 
pairs. 

If you were to check up all the 
separate items, it would appear that 
almost the whole of this cutting is 
done to your list of pumps. You 
list a total of 100 styles in pumps; 
I suggest only 42. And you will see 


that the big cut I suggest in the 
number of pump styles and in the 
number of pairs is chiefly due to my 
hesitancy in ordering colors. 

Again, your average order for 
pumps calls for about 44 pairs. I 
suggest an average of 56 pairs. I 
think that, with the larger quantity, 
you will have a better chance of 
closing out the entire lot of any 
style you may buy, if you are al- 
ways careful to omit ordering ex- 
treme sizes. On this question of 
quantities, note these differences: 
Your order list includes 36 orders 
where less than 36 pairs are speci- 
fied; 34 orders for from 36 to 590 
pairs; and 30 orders for more than 
50 pairs each. My memorandum in- 
cludes: 0 orders for less than 36 
pairs; 9 36-pair orders; 12 45-pair; 
8 50-pair; 6 69-pair; 1 83-pair; 1 
89-pair; 4 90-pair; and one order for 
148 pairs. 

Now, let us take up in detail the 
different groups of merchandise. 


House Slippers 


I’d buy satin boudoirs in black 
and three colors, with leather sole 
and low heel; and in quilted effect, 
with soft sole, in black and two 
colors. The first I’d buy also in 
black kid. This makes an assort- 
ment of eight boudoirs from which 
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customers may make selection. i 
suggest the purchase of 342 pairs, 
rather close to your proposed quan- 
tity of 345 pairs. But you'll note 
that I make 36 pairs the minimum 
quantity for each style, and this, I 
think, will give you a better assort- 
ment to work with than you can get 
with 25 pairs, as suggested on your 
order sheets. 

Felt slippers I would buy in three 
colors, 60 pairs of each. You might 
better have no felt slippers at all 
than to have only 23 pairs, as ap- 
pears on your memorandum. 

I suggest 36 pairs of one style of 
Indian moccasin, instead of 69 pairs 
in two styles; and 36 pairs of as- 
sorted tan and black Pullman slip- 
pers instead of 17 pairs, which 
wouldn’t give you much of an assort- 
ment if you can sell this sort of 
slipper at all. 


Comfort Shoes 


First, I would cut out all boots. 
The only exception to this which I 
would consider for a moment might 
be in case you were sure of a de- 
mand for a high arch-supporting 
shoe. If you feel that you must 
carry a comfort shoe, I’d buy only 
24 pairs instead of the 110 on your 
list. 

All comfort shoes, of course, 
would be made of black kid. The 
most salable comfort shoe is the 
Juliet pattern; next, the one-strap 
pattern; and finally, the oxford. The 
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quantities I suggest are rather 
small, because on shoes of this type 
you can get quick service on fill-in 
orders. 


Pumps 


Your memorandum calls for 1204 
pairs of patent leather pumps, in 27 
styles, with a total value of $8,- 
520.50. Of these, 14 are apparently 
all patent, while 13 have colored 
trim. 

I’d cut down the orders for patent 
leather slippers, ordering about half 
as many pairs and not much more 
than a third as many styles. I’d buy 
about 3 or 4 strap patterns, perhaps 
2 buckle patterns, 2 opera patterns, 
and 2 or 3 styles with colored trim 
such as lizard or sauterne or bois 
de rose, but probably not gray, 
blond or tan. 

You are thinking of buying low 
heels, medium heels, Cuban heels, 
high heels and spike heels. I’d cut 
the spike heels down to a minimum, 
buying none at all except perhaps 
in two or three styles for evening 
wear. How many people want spike 
heels, do you think? Not many, I 
am sure. If I bought any low heels, 
I’d buy them for growing girls 
rather than for women; but of 
course this is a point you will want 
to check up from your own experi- 
ence. 

Regarding black satin slippers, I 
would suggest cutting down the 
quantity somewhat, and the number 


Tickets Which Get Repeat Sales 


41 





of styles by a third to a half. I 
would not buy ten styles in black 
satin. 

Now, for the colored slippers. 

The most noticeable feature of the 
schedule you submit is the tremen- 
dous quantity of blond slippers. To 
tell you the truth, I wouldn’t buy 
any blond slippers, if I were buying © 
for myself. The shade is very light; 
it has been popular for three years; 
it may drop out of sight any min- 
ute. But your memorandum for the 
purchase of this shade includes 

Blond satin 6 styles; 211 pairs; 
value, $1,714.50. 

Blond kid: 16 styles; 687 pairs; 
value, $5,545.25. 

Total, 22 styles; 898 pairs; value, 
$7,259.75. 

From my point of view, this is al- 
together too much of an investment 
to put into this shade, or, for that 
matter, any shade of colored foot- 
wear. If you feel that your trade 
must have some blond slippers, pick 
out perhaps three or four styles and 
buy them in limited quantities. 

In spite of what I have to say 
about colors, I realize that I am 
talking at a disadvantage, in com- 
parison with your own position of 
knowledge of your local conditions. 
I feel that it would be dangerous to 
buy more than three or four, or six 
at the most, styles in blond satin 
and kid. 

(To be continued next week) 





The store itself is most at- 





E don’t know how our 
business grew, other 
than it just did. There have 
never been any spectacular 
stunts pulled off, neither have 
we used a great amount of 
newspaper space, but the trade 
has steadily increased each 
year.” That’s the modest way 
in which C. H. Hannig of the 
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tractive, nothing fancy, but a 
cheerful well-kept, well-lighted 
— room 46 ft. wide and 35 ft. 
2 deep. This width offers a 
corking window display area, 
which is fully utilized. It is 
obvious that the town itself 
could not support this store, 
os also the nearby section is 








Hannig-Vassau Co., Billings, 
Mont., answered a query as 
to why they were able to make 
such a fine showing. 

Not many towns of 15,000 
population are able to support an ex- 
clusive women’s shoe store, whose 
‘price range is from $6.50 to $15 and 
where the play is on the $8.50 and 
$12.50 grades, especially when there 
are three other good stores in the 
town. More questioning brought out 
the facts that the store is termed by 
the partners as a self-advertising 
store because so many satisfied cus- 


The left half goes to the customer. The right part, 
filled in, becomes a part of the store’s permanent 


records 


tomers tell others. Then feet are 
fitted here, for shoes are carried 
from 1B to 10OAAAA. If a customer 
wishes style service, it is there, or if 
she requires orthopedic service she 
gets real, intelligent treatment. 

“We will not take a back seat from 
anyone on the brand of service we 
give. That goes for all the country,” 
chimed in J. C. Vassau. 


sparsely populated, so it is 
necessary to bring in custom- 
ers from a considerable dis- 
tance. That is where the self- 
advertising and the super 
brand of service plays its important 
role. An alphbaetically arranged 
card index is kept of thousands of 
out-of-town customers. To make or- 
dering easy, a numbered card is 
given with purchase. This number 
corresponds with the card file num- 
ber, so that there is no question 
about determining exactly what shoe 
a customer wishes to reorder. 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great problem of the retail 
shoe merchants. The chief purpose of 
“The Boot and Shoe Recorder” is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
= leather, their production and distri- 

ution. 








From Shoes to Hats 


OR two years the millinery people have con- 
sidered as their greatest rival—the shoe trade. 
Women have been more interested in pretty shoes 
than in pretty hats. In fact, it has been said that 
many a girl would rather have a pretty pair of 
shoes and the right hose than a dozen small hats. 





So it is said the millinery people invested a mil- 
lion dollars in an effort to put over the larger hat. 
In some parts of the country it has been very suc- 
cessful. The closed car did more to develop the 
small hat than anything else. The new hat is one 
that fits snug in the back and is like an inverted 
coal scuttle that flares out on the sides. It can 
be worn in a sedan with some comfort. There- 
fore, in competition for the public purse there now 
comes the renewed interest in hats. As one milli- 
nery man puts it, “You shoe people have had a long 
honeymoon—take your hand off the cash register; 
it’s our tufh now.” 

Speaking about hats, a shoe merchant, A. J. 
Hewitt of Sheridan, Wyo., says that his daughter 
has the most expensive hat in that State. It is 
made from the tops of colored kid boots that cost 
him about $10 a pair. He figured that it was bet- 
ter to let her have the leather for a hat than to 
keep the shoes on the shelf. 

If the shoe trade has been challenged as to its 
place in the popularity of attire, it must fight back 
with more beautiful footwear than ever. Already 
we are noticing a greater artistic cleverness and 
skill in shoe designing. The out-and-out freak 
hasn’t a chance. Shoes for fall fit into definite 
families of style, and providing too many black 
shoes are not ordered the shoe trade can continue 
to enjoy its present popularity. 

There is nothing wrong with the volume of shoes 
sold to women. The error is in the profit the mer- 
chant gets for that service. We feel that he is go- 
ing to correct that situation and we live in the 
hope that women will not lose their keen present 
interest in pretty footwear. That would indeed 
be a calamity. 


Pirating Shoe Designs 


IRACY on the high seas is punishable by death. 
A writer may protect his brain children with 
the copyright law. 

An illustrator who makes pictures for advertising 
purposes may proceed against anyone who copies 
or imitates his drawing. 

But the shoe designer seems content to allow 
pirates to steal his design without reparation. 

Why is it that shoe men are so pacific? Why 
do they allow thieves to appropriate their 
designs and originations? A manufacturer 
employs the most skillful men to originate 
shoe designs, invests large amounts of money 
in developing, styling, sampling and eventual 
selling to the trade. In a few months’ time he sees 
his beautiful idea copied all along the line by 
pirates who never pretend to originate. What 
does the manufacturer do? Usually he goes into 
his private office and kicks the waste basket 
around the room or takes it out on the office boy. 
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At a recent shoe convention one of the RECORDER 
staff saw a line of cheap shoes for women in which 
some of the best patterns from a bench-made line 
were copied identically. The pirate in this case 
had the audacity to praise his designing depart- 
ment and vaunt his own wonderful originality in 
styling shoes. 

Another pirate admitted frankly that he had 
copied a certain great style maker. Still another 
used as a selling argument that he had reproduced 
the designs of one of the best stylists in his line. 
“Why pay that feller’s prices when you can git 
the same patterns in my line at half the money?” 
he asked a merchant. 

If authors, writers, artists and others can pro- 
tect their rights against pirates, why cannot shoe 
men? A little effort at Washington might be 
profitable in protecting design. 


The “Closed Mind” 


HE man who does not believe in advertising is 

more to be pitied than censured. He simply 
shuts his eyes to facts and refuses to believe the 
evidences of his ears. Strange to say the unbe- 
lievers are not all of the “fogy” type. There are 
some comparatively young men in the shoe busi- 
ness who are as unprogressive as the wise men who 
sneered at Columbus. They will never see the light 
until they are away back there in the dust of the 
procession. A survey of shoe stores today shows 
thousands of them featuring advertised lines. 
Some of the larger department stores have fallen 
into line also. A few short years ago these same 
stores were positively hostile to named or adver- 
tised shoes. We progress by learning and yielding 
to new thoughts. “The closed hand receiveth 
nothing.” And, the closed mind is a pitiable thing. 


Shoes for Plus-forty 


46 ERE is a man’s shoe that we have carried 
in stock for fifteen years,” remarked a shoe 


merchant recently. “It is 
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out perforation or pinking. It was as digni- 
fied as a deacon and as good looking as any con- 
servative elderly man would ask for. The store 
makes real money on it. Are we losing sight of 
that trade in our rush for novelties and colors? 
In every city there are many middle-aged men who 
want such a shoe. 


The Weak-Backed Salesman 


HIS happened in a suburban shoe store. A 

woman came in and said: “I saw a satin pump 
in the window that looks pretty good. Is that the 
best you have? I see it is marked six dollars.” 

The clerk replied: “Yeah, that’s the best we 
got.” Nothing further did he say. The woman 
waited a moment and then asked if she might look 
at the pump. Very reluctantly the clerk went to 
the window, took the pump out, strolled back and 
shoved it at the lady as if it were a thing to be 
spurned. She looked the pump over carefully and 
remarked that it seemed to be very good quality. 
Could she try on a pair, please? The clerk said 
she could. What was her size? She said she 
thought she wore a six double A. 

“Don’t think we got it,” said the clerk. He 
looked over his stock and brought another pump 
which he thrust at her. By this time she had 
seated herself and was taking off her shoe. The 
clerk slowly placed himself in front of her and 
with awkwardness and clumsy effort got the shoe 
onto her foot. To his apparent surprise it seemed 
to fit her. She remarked that it felt all right and 
that she rather liked it. But, she wanted a little 
hetter quality. She would look a little further 
but if she did not find a better pump she would 
come back and take that pair. The clerk made no 
answer. He placed the pump back in the carton, 


shoved it into the shelf and walked to the back 
of the store where he had laid his cigarette when 
this lady came in and forced him into action. 
Whether the lady came back or not this writer 
does not know. 


It is a good wager that she did 
not. 
Did you ever hear of so 








as staple as wheat and it 
brings to us a steady busi- 
ness throughout the year. 
We can count on the cus- 
tomers who wear that 
shoe. They come back to 
us as regularly as the sun 
rises and sets. We don’t 
worry about turnover on 
that one.” The shoe in 
question was a plain black 
blucher, carried in ox- 
fords and boots. It was 
built on a medium toe 
last, medium heel, with- 

















many rules of good sales- 
manship being violated in 
so short a time? Inquiry 
developed the fact that 
this clerk had been in the 
“shoe game” less than 
three months. Previously 
he had been in the “farm- 
ing game” but had in- 
jured his back and his 
brother-in-law had given 
him this job because he 
was not able to do heavy 
work any longer. 
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hall Dress 1s Definite 


One Type Emphasizes the “Boyish” 


Is it chic? That's putting into one word a wealtl 
of meaning, and we don’t mean it in the sense 
that “chic” is an abbreviated chicken—though that 
isn’t so bad as skirts go. Skirts will be short 
for fall, trim and neat suits as well as dresses. 
Smartness therefore in footwear to keep that 
trimness of line. These dresses were imported by 
the Dry Goods Economist to impart authentic 
style information for fall. This tailored two piece 
dress with pleated skirt is by Patou. A_ step-in 
fits into the scheme of things. 
<<< 


To achieve this boyish effect in dresses and suits 
the garment designers find it more difficult to cap- 
ture the smart stream-line effect of costume—and 
similarly the shoe designer will be up against it 
for it is infinitely easier to doll-up a pattern thar 
it is to make it beautiful through simplicity. If 
the boyish costume and the smart pump or one 
strap—with the odds in favor of the one strap— 
are for morning, shopping or office wear ther 
order has been achieved in shoes for the occasion. 
This dress imported by the Dry Goods Economist 
from Miler Soeurs, Paris, of navy blue crépe de 
chine with narrow loose panels on the skirt. 11 
blends with black: or tan footwear. 


‘8 
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Shoes Must kit the Picture 


Revival of Feminine Type 


The greatest distinction in dress for fall will 
come in the colors worn. The entire family of 
browns will return for autumn wear with the 
lighter members best. Soft beige or rose taupe 
will have its place. With it can be worn a wide 
range of shoe colors. The real motif back of 
the feminine movement is to emphasize the after- 
noon type of dress which necessitates footwear to 
maich. By this revival of soft effects for after- 
noon wear more apparel and footwear will be 
needed. This importation is a rose beige flat 
crépe having applique design in self tone ribbon. 
The shoes blend with hose and dress for 
distinction. 
»>>- 


OO x “er 0r0:0re%e" 
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“Charm is a development of chic—a style and 
movement in carriage” is the way one eminent 
authority on dress pictures the opportunity of the 
shoe trade to fit into the picture of femimme dress. 
A change to more feminine costume brings about 
a corresponding change in footwear. You can best 
judge the footwear necded by conferring with 
some dress department buyer for the coming fall 
is one season when the costume and the hose 
determine the color and type of shoes. Here is 
a frock of crépe satin, embroidered in colored 
silk with steel beads and metal threads by Patou 
of Paris. 
_~<<4 
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An Outdoor Fall of Fashion 


More Style in Coats is Significant 


Short skirts and long wrap fur coats looked 
wrong if the spirit of youth was io continue to 
find expression in clothes. So it is the verdict 
for fall—short trimmed novelty coats, especially 
for the outdoor fall period, and so we have a 
movement of style that brings still greater eye 
interest in footwear. The selection of smart 
fashion oxfords in line wih best style opinion 
and the soft colors in smooth and grain finished 
leathers, the simulated reptiles in pastel colorings 
all have a high-fashion value to the customer and 
the merchant. This gray mixture coating is 
trimmed in gray goat. Silver stitching especially 
on the double cuffed sleeve- coat by Bechoff. 
we 


A change of dress makes a woman change her 
entire attitude. Her walk is in keeping with the 
costume. Shoes for fall fit into definite families 
of style to harmonize with dress, costume and 
coat. An evening type of shoe hasn’t a chance 
with a tailored type of suit, nor a fashion oxford 
with a party dress. So you see a fashion season 
approaching where the woman knows pretty nearly 
exactly what she wants, and the shoe man is out 
of luck who guesses contrary. With this coat 
of old rose trimmed with castor rabbit by Bernard 
it is possible to suggest combination footwear in 
blending. colors, or to harmonize with hose—for 
hosiery harmony is a real fall style influence 
>> 
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Girls to Be Flippantly S 
The Flapper is Ever a Shoe Delight 
7] Legs are the outward symbol of a flapper, and 
to the coats and clothes for fall just tell the wide 
















ct eyed world that a slim, graceful length of leg is 
ly best punctuated by smart footwear. In our pic- 
a tures of costumes we have balanced what the 
e young ladies are wearing in footwear with illus- 
| trations of companion types. This type of young 
, lady would during the course of the day step out 
d in collegiate oxfords. Just now she is off to the 
s matinee and put on a little more “rits.” Satisfy 
i the flapper in footwear and you have the business 
5 of your town in your own hands. The coat is 
' by Bernard—a scarlet broadcloth with blouse back, 






collar and cuffs in gray fur—shoes black or gray 
for many shoes will match fall fur trimmings. 
5 aan 
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know something more than zero on what is to be 
worn in dress and colors, by women, for the 
coming season. The best approach to such a 
knowledge is to be found in papers that have a 
strong affiliation with apparel publications. In 
this case the Boot and Shoe Record and the 
Dry Goods Economist convey with authority the 
desired information, and the illustrations here 
shown are accepted by the garment world as 
typical of what will be worn for fall. In particular 
the story that goes with the coat herewith shown 
is that it is of claret clored velveteen trimmed with 
gray fur. The shoes are in kid to match the 
cloth trimmed with gray reptile grain. 
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Charles De Hart attempting the utterly impossible job 
of teaching our field editor how to hook a pugnacious 


trout 
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This is the Royer & De Hart store in Laramie, Wyo., 
where they do a tremendous volume of trade among the 


college students 


Getting the College Trade to 
Eat Out of Your Hand 


HEN I went into Royer & 
DeHart’s store in Laramie, 
Wyo, they were some busy. 


It was a Saturday morning before a 
holiday, just the kind of a warm 
sunshiny day to put folks in a buy- 
ing mood. During a lull, Mr. De 
Hart asked the usual questions: 
where I had come from, conditions 
there, how long I was to stay in 
town, etc.—the usual everyday pre- 
liminaries used in sizing up a 
stranger. Evidently I passed inspec- 
tion, for, after introducing me to his 
partner, A. W. Royer, and the boys 
in the store, he asked me if I liked 
fishing. Then explained that he was 
planning a trip up into the moun- 
tains for a couple of days. ‘Would 
I go along?” 

“Try to hold me back,” 
was the answer I wanted 
to make, but, coming from 
Boston and representing 
“The Great National Shoe 
Weekly,” I restrained my- 
self enough to say we 
would be glad to go, or 
words to that effect. 

The next morning saw 
Charlie DeHart, his wife 
and three children, my 
wife and myself, up at 
Nelson’s Dude Ranch, 
some 8500 ft. up the side 
of one of the Medicine 
Bow Range mountains, 
forty miles west of Lara- 


BY HARRY R. TERHUNE 


Boot and Shoe Recorder Field Editor 


mie. Right at the back door of the 
ranch was a rushing mountain tor- 
rent that seemed to know it had a 
long way to go before reaching the 
ocean, and was in a hurry to get 
there. 

I wanted to fish right here, but 
DeHart knew of better places, so 
off we tramped, stopping here and 
there at some likely spot, a deep, 
fairly still pool behind a boulder. 
Charlie caught the fish, while I was 
getting my line unsnagged from 
trees growing on the banks* and 
sunken trees in the stream. He 
caught the most trout, even if I did 
spit on my bait, cross my fingers 
end do all the things necessary, 
except pull them in. 

Then we talked some about shoes 


It was right here that our field’ editor remembered he 
hadn’t been sent west to fish. So he got busy and wrote 


this article 


and shoe stores in between times, 
not too much, for this was an out- 
ing, but enough to get the story of 
how Royer & DeHart gets and holds 
the college trade. 


HE University of Wyoming is 

at Laramie, and in common with 
many colleges, operates in two shifts 
—a regular September to June 
course, together with a summer 
course. This summer school is mostly 
for graduates who are already teach- 
ing. The University is financially 
well fixed, for it has an immense 
income from oil land royalties. As 
a result its campus is surrounded 
with fine buildings, all of which 
goes to: attract students from a 
great distance. 

The problem of Royer 
& DeHart is to have and 
hold this trade, for it is 
good trade. Many of the 
summer students teach 
in schools way out in 
small towns, miles away 
from stores that carry 
good shoes, pretty shoes 
in narrow widths, or 
even pretty shoes at all. 
Pleasing these girls when 
they are in the store is 
most important, for if 
they like the shoes, like 
the way they are ’served 
and hear many other 
girls say, “I always buy 
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my shoes at Royer & DeHart’s,” 
they are pretty sure to feel kindly 
toward the store. 

Then when they are back teach- 
ing and need new shoes, it is an 
easy matter to just write to Royer 
& DeHart, saying, “Please send me 
some new shoes. I will leave the 
styles to your judgment.” Do they 
pick out one pair and send it 
C.0.D.? Not so you would notice 
it. Several pairs are mailed on ap- 
proval. Now nothing may be men- 
tioned about stockings in the letter, 
but stockings to go with each pair 
of shoes are included in the pack- 
age. A tactful letter goes along, 
saying that the unwanted shoes and 


N my return from New York 

several days ago I found on my 
desk a copy of Mr. A. B. Young’s re- 
port to the members of the style 
committee of the California Retail 
Shoe Dealers’ Association on Men’s 
Shoes. After reading this report and 
checking it with the observations 
made on my recent trip, I am con- 
vinced that Mr. Young’s deductions 
are incorrect. 

First of all, I think that the in- 
troduction of darker shades of leath- 
er, namely, the red shades and the 
new darker shades of brown, is the 
best thing that could happen to the 
men’s shoe industry at the present 
time. This for the reason that we 
should try to put over in the men’s 
field today a more seasonal sale of 
shoes, which is exactly what the 
men’s hatters are doing with straw 
hats in the spring and felt hats in 
the fall. 

With a good spread of these new 
darker shades Sept. 1 our windows 
will look completely changed to what 
they have been the past season. It 
will be a very strong incentive for 
men to “ditch” the yellow shoes they 
are wearing and get into a pair of 
tall-looking shoes. Then again, when 
spring rolls around we can push the 
lighter colors stronger than ever, 
and, as outlined above, we will have 
established a seasonal sale of men’s 
shoes, which to me is the very best 
thing that could possibly happen. 

By this method we will sell a man 
at least two pairs of shoes, while I 
know quite a few men these days 
who get along on a pair a year. 





stockings may be returned at the 
store’s expense. Not one pair in a 
hundred is ever returned. If the 
girl herself does not want them, 
some one of her friends will and 
does. This may be regarded as stuff- 
ing an order, but so far not one 
customer has seen fit to object. On 
the contrary, they seem to feel that 
the store is doing them a favor in 
allowing them to select what suits 
the fancy, so the appreciation is 
shown by keeping the entire lot. 
A liberal adjustment of claims is 
always made, whether the customer 
be right or wrong. If wrong, the 
loss is charged to advertising. It is 
so seldom that anyone tries to put 





Darker Leathers for 


By Russell Werner 


Frank Werner Co., San Francisco 








Holds Different View 


Last week we published the 
men’s shoe style recommenda- 
tions made by A. B. Young, 
chairman of the men’s style 
committee of the California 
Shoe Retailers’ Association, at 
that organization’s convention 
in San Francisco. Mr. Young, 
in his report, stressed light 
shades and fancy leathers, and 
asserted that “the balloon and 
modified balloon will be the 
big national last, sold every- 
where, including New York, 
during the fall and winter 
months. Mr. Werner, who also 
is a Californian, in this week’s 
issue, disagrees with Mr. 








Young. Difference of opinion 
not only makes good horse 
racing, but adds to the spice 
of shoe retailing.—Ed. 








Then, further than this, most men 
will want a pair of black shoes, 
either patent leather or calf, or both, 
then with a golf shoe and possibly an 
additional sport shoe, he will have a 
fairly satisfactory wardrobe of 
shoes. 

Further, and beyond all of this, 
I firmly believe that the new darker 
colors will sell freely this fall, which 
is contrary to Mr. Young’s predic- 
tion. You will remember that several 
years ago, when the red shades did 
sell freely, the merchants killed 
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anything over, that such incidents 
are not worth considering. 

In regard to the regular student 
body, it has been found advisable 
to get some likable young freshman 
in as extra salesman, whether he is 
needed or not, for this reason: Fresh- 
men, male and female, are scared 
to death when they enter college, 
consequently they are very clan- 
nish. They will trade in a store 
where someone knows them. Some- 
one who will tell them confidential- 
ly the correct things to wear, why 
they should be worn and when. Such 
information is not always well re- 
ceived if coming from a stranger, 

[CONTINUED ON PAGE 56] 





Autumn 






them, and we all had a good many 
calls for this popular leathé yafter 
they had been sold out completa It 
is further known that we can’t:afférd 
to buck the tide of fashion. If men 
want darker shades for fall they will 
get them, and the merchant who does 
not cover himself will miss many 
sales. Gives the customer what he 
wants—humor him—it pays. Then 
again, do everything possible to es- 
tablish a seasonal sale of men’s 
shoes. This‘is very necessary, par- 
ticularly in view of the fact that 
high shoes are a drug on the market. 

I also disagree with Mr. Young in 
the prediction that the balloon type 
of last will be the big bet for fall. 
My prediction is that, with the more 
modified trouser bottom which has 
been adopted by the clothiers’ asso- 
ciation, the more modified balloon 
type will be the big seller, with the 
French type of last and Brouge type 
of last also in big demand. 


T will be interesting to see how 

this whole thing works out. One 
thing is certain: that we are facing 
a season that evidently lends itself 
to a wide difference of opinion. I 
met many men in the East on my re- 
cent trip who had exactly the same 
opinion on the style forecast as Mr. 
Young, and met only a few who feel 
as I do, so the future only can teil 
which group is correct. It will be an 
interesting season, with every one 
striving to put the men's shoe. busi- 
ness where it belongs—a close sec- 
ond only to the women’s business. 
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Here are shown Store No. 1 and Store No. 2 in the small chain known as the Model Boot Shops in Los Angeles and 


vicinity. Store No. 1 (at-the left) was opened in 1918 and later altered to its present appearance. 


Store No. 2, i: 


Hollywood, was opened Feb. 27 of this year 


Three New Stores in One Year 


Store No. 3, shown above, is on West Seventh Street, near 
the cotner of Broadway, the busiest thoroughfare in the 
city. Note the double entrance, with the show window 
between—an unusual feature in a store with as narrow a 


frontage as this, yet wonderfully attractive. The arched 
entrances are inviting and the windows well trimmed 





Store No. 4 is in the busy little community of Alhambra, 
a suburb of Los Angeles, twelve miles north. From this 
community the original store had recruited much of its 
trade. It was to better serve this trade that Alhambra 
was chosen as the site for one of the new stores. It has 
a wide, inviting entrance, flanked by deep windows 


least on the West Coast, is the opinion of Joseph 

M. Maidenberg. Since 1918, Mr. Maidenberg has 
been operating the Model Boot Shop on South Broad- 
way, Los Angeles. Early this year, after a thorough 
testing of the market for the grades in which he special- 
izes and after having built up a trade which came from 
long distances to buy his merchandise, Mr. Maidenberg 
took his next step—the opening of three new stores in 
one year. 

In choosing the locations for these new stores, Mr. 
Maidenberg was guided by two principles: 

Get your store as close to the trading center as 
possible. 

At the same time, put it where it can be most easily 
reached by the class of people to whom you are catering. 

Balancing these two factors and taking into con- 
sideration, as pointed out, that the years 1926 and 1927 
promise to be good business years, Mr. Maidenberg has 
opened his Store No. 2 in Hollywood close to the famous 
Grauman’s Egyptian theater. 

Store No. 3 has been opened at 324 West Seventh 
Street, Los Angeles, near the corner of Broadway, the 
busiest street in the city. 

Store No. 4 is in the very stable business community 
of Alhambra, twelve miles north of Los Angeles, from 
which community many customers had previously 
journeyed to the old Number 1 store and which, there- 
fore, was assured of a steady patronage from the start. 

Mr. Maidenberg operated store No. 1 for several 
years before he finally decided to expand, when the 
store was made larger in order to accommodate the 
increased business. After this store had operated for 
two years, the continued demand for his shoes in other 
parts of Los Angeles, and the indications that 1926 and 
1927 were the start of an upward trend in business gave 
Mr. Maidenberg evidence that the opening of new 
stores was now advisable. 


ONSEQUENTLY, the Hollywood store came into 

being and indicates Mr. Maidenberg’s conservative, 
capable judgment, and the store on Seventh Street is 
also an indication that Mr. Maidenberg’s judgment in 
operating a large organization is just as good as in 
operating a small store. 


T HAT times are ripe for business expansion, at 





» 1926 





and 


19 U2 


, at 
eph 
has 
ad- 
igh 
ial- 
‘om 
erg 

in 


fr. 





July 3, 1926 


Using the Fashion Editor to 
Boost the Shoe Game 
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A Remarkable Publicity Stunt in San Francisco 


“ WOMAN’S costume is no 
A smarter than her shoe. Un- 
less your feet be smartly 
clad, you can in no way enter the 
realm of the fashionable, for the shoe 
is of the first importance to chic.” 

That was the idea upon which 
Ninon, fashion editor of the San 
Francisco Chronicle, based a recent 
illustrated Sunday feature article 
that helped put over the idea of 
“shoes for the occasion,” in a very 
effective way, San Francisco dealers 
found. Fashion writers, as a rule, 
seem to place less emphasis upon 
shoes than on any other part of the 
costume. But this story by Ninon 
of the Chronicle, gave them their 
proper place in the scheme of things. 
It was the sort of article, too, that 
the average Sunday editor, even if 
his paper didn’t have a fashion 
editor, would be glad to use if plenty 
of appropriate pictures were fur- 
nished to illustrate it. 

A minimum of five pairs of shoes 
for the appropriately dressed woman 
of very moderate means was fixed by 
the fashion expert who broadcast her 
footwear style information in the 
following: 

“I have just returned from a long, 
laborious pilgrimage to the Oracle of 
Fashion where I went to seek news 
of the smart summer shoes, news for 
you who find fashion guidance in my 
column. First I made 
my offering and then 
I asked for full and 
complete  enlighten- 
ment that I might 
bring this informa- 
tion to you. And the 
great oracle was 
moved to talk and 
gave a command to 
me first which was, 
‘Unless your feet be 
smartly clad, you can 
in no way enter the 
realm of the fashion- 
able, for the shoe is 
of the first important- 
ance to chic! And 
today, more than ever 
before, do I make this _ 
command!’ And so I 


The layout of shoes 
8 above spread 
itself over three col- 
umns of a page inthe 
San Francisco Chron- 
icle. No names were 
mentioned 


am passing this news on to you! 

“Then I asked the oracle just what 
kind of shoes were smart. I asked 
what colors, what leathers, what de- 
signs and details were most fashion- 
able and the great Oracle of Fashion 
was pleased with my offering and 
told me all. So I shall tell you! 

“The heel is an odd place to begin, 
but fashion does things upside down 
and so she has centered a great deal 
of attention upon the heel this sea- 
son. The old French heel has gone 
its way. “is 


sé PON the ultra-smart shoe we 

U now find the spike heel, which 
increases its slender height with the 
formality of the hour. And, too, in 
reverse order, it decreases with the 
informality of the occasion. That 
is, for the street wear of the ultra- 
chic type, we find a lower, broader 
spike. Less formal still is the high 
Cuban, or, as we once called it, the 
Spanish heel. For the more practi- 
cal walking shoe we find the low 
Cuban. But straight must every 
heel be, as slender and straight as 
the fashionable silhouette itself. Nor 
is the size and the shape of the shoe 
heel the only way of determining its 
smartness. Like the cuff of our 


dress, a great deal of interest is fo- 
cused there, including much elabora- 
tion. 





“For daytime and street wear, the 
strap pump and dress oxford takes 
the lead with the plain pump still 
smartly in the running. For eve- 
ning, the sandal with elaborate strap 
has first place with the pump fol- 
lowing second. With the exception 
of the new dress oxford, which has 
smartly appeared and captured the 
new mode, the contour of the smart 
shoe is little varied from last season. 

“Details, rather than any radical 
change, as with all phases of fashion 
at present, mark the new mode. In 
contrast to the plainer shoes of last 
season, we now have intricate pip- 
ings and elaborate trims, fancy 
straps and almost ornate combina- 
tions of materials. 

“Where the severe leather pump, 
quite untrimmed, was once the street 
mode, we now have the dress oxford 
with high spike heel, elaborate cut- 
work, contrasting heel and vamp and 
probably, too, a fancy trim. Where 
once the severely simple silvered kid 
pump danced upon the smartest feet, 
now we have the sandal with con- 
trasting heel and vamp and using 
colored brocades and all manner of 
decorations. 

“Like last season, the kids, includ- 
ing patent, hold first place for day- 
time wear with silvered kids, satins 
and brocades rivaling each other for 
evening or combined into one smart 
shoe. Reptile turns 
appear on a _ good 
three-fourths of the 
smartest new shoes. 
In addition to the alli- 
gator and lizard with 
which we are familiar, 
various snake skins, 
ostrich and leopard 
skins have been added. 

“I asked the oracle 
to tell me what the 
young woman of very 
moderate means 
should have in her 
j wardrobe, the mini- 
mum of shoes. The 
oracle answered that 
for a business woman, 
perhaps there should 
be a broad strap shoe- 
[CONT’D ON PAGE 56], 





BOOT AND SHOE RECORDER 


How Far Do We Walk in an 
Average Day? 


An Unanswerable Argument for Good Shoes 


(The various Arch Preserver Shoe 
Companies recently completed a se- 
ries of pedometer tests designed to 
ascertain just how far the average 
person walks during the course of 
an average day in the performance 
of his regular duties. The informa- 
tion thus accumulated has been gath- 
ered together, carefully edited and 
published in book form to be dis- 
tributed by stores which handle Arch 
Preserver shoes for either men or 
women, or both. It is interesting 
reading and interesting information 
to pass along to your trade.—Ed. 
Note.) 


r | YO-MORROW morning when you 
get out of bed you'll be starting 
off on a six to eight-mile hike 

whether you like walking or not. 
When you step into your slippers it’s 
only the first of 18,908 steps that 
you will take before climbing into 
bed again. Probably you haven’t 
realized how far you must walk 
every day. Perhaps you wonder why 
you feet are tired at night. 

The Arch Preserver Shoe pedom- 
eter tests proved startling facts 
about the distance you walk. We 
found out the daily mileage of golf 
players, social workers, business 
men, débutantes, salesmen, dancers, 
stenographers, brokers, doctors, rail- 
road conductors, shoppers, business 
women, society matrons, and many 
others. All were surprised by the 
distance they walk between break- 
fast and bedtime. The average was 
7-2/10 miles. 

Without leaving home a woman 
may easily walk as far as from Bos- 
ton to Seattle in a year simply doing 
housework. This startling fact was 
determined by a survey conducted by 
the Extension Service of the College 
of Agriculture in Ohio State Uni- 
versity. “The distance traveled var- 
ied from two and one-half to fifteen 
miles per day,” says Miss Geneva M. 
Bane, Home Management Specialist. 
“Thousands of women walk as far as 
from Boston to Seattle every year, 
and many of them walk half way 
back again.” 

. Without leaving the office a busi- 


J. Van Buren Brown, who operates 
one of the Arch Preserver shoe 
stores, this one at 590 Fifth Ave- 
nue, New York City, writes that 
this piece of advertising literature 
has resulted in much comment from 
people who had no idea that, in 
the course of an average day, they 
walked several miles 





ness man walks farther than from 
New York to Boston every month. 
Six round trips to Boston every year 
on foot. If he plays golf, dances, 
walks to the office and pays social 
calls he increases the number of 
round trips to seven or eight. 

Rushing from shop to shop eats up 
distance. We gave a pedometer to a 
woman shopper and at five o’clock it 
registered seven and a half miles. 
How many afternoons a week do you 
spend in the stores? At three and a 
quarter miles an afternoon you can 
figure out for yourself how far you 
must walk when you shop. About 
250 city blocks a week! 

Children out-distance all of us 
with their constant activity. They 
cover an amazing amount of ground. 
An average schoolboy, for example, 
rolls up between nine and twelve 
mile a day. Girls are quieter, but 
alms asvactive. Their average is 

tween eight and ten miles. 
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You can measure your weariness 
by the steps you take. A doctor car- 
ried one of our pedometers for three 
days and found that he walked twen- 
ty-five miles. He didn’t see how it 
could be done, as most of his work 
was in the hospital. But the pedom- 
eter doesn’t lie. The result of the 
test is more surprising when you 
know that this doctor drives his own 
car. 

A shop girl walks eight miles a 
day. The steward of a New York 
club, working in the grill room from 
noon until ten o’clock at night, walks 
eleven and a half miles while on the 
job. A railroad conductor collects 
nine miles: worth of tickets every 
twenty-four hours. A salesman av- 
erages sixty miles a week, or ap- 
proximately a hundred and fifty 
thousand steps. A commuting broker 
walks very nearly from New York to 
San Francisco in a year. A woman 
buyer for a large department store 
averages over six miles a day. 


N average group of people carried 
pedometers. Each one tried to 
guess beforehand how far he or she 
would walk in twenty-four hours. In 
every case the guess was from one to 
five miles less than the pedometer’s 
correct figure. Several people walked 
three times as far as they thought 
they would. 

On the golf course you mustn’t 
forget your trips into the rough. 
Back and forth across the fairway— 
unless you’re a Bobby Jones—until 
you’ve added many yards to the orig- 
inal six thousand. Eighteen holes 
make you tramp five or six strenuous 
miles. 

One hundred and _ thirty-three 
thousand steps a week! The super- 
intendent of a large New York de- 
partment store, who spends most of 
the time at his desk, thought that he 
walked between four and five miles 
a day. The pedometer showed that 
he actually walkes seven and a 
quarter. 

A business girl working in an of- 
fice was surprised to learn that she 
walks forty-seven miles a week. Al- 
most seven mfles a day! .And dur- 
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ing the week that she wore the 
pedometer she neither danced nor 
payed social calls. 

If you have a desk job perhaps you 
think that you don’t walk as far as 
these people we’re telling you about. 
Well, few jobs require less walking 
than that of a doorman. We gave a 
pedometer to the doorman of a fash- 
jonable restaurant. While on duty 
—only during lunch and dinner 
hours—he walked eight and a quar- 
ter miles. He estimated before the 
test that he walked about two and a 
half. How far do you think you 
walk in a day? 

A Junior League girl walked seven 
and a half miles one Saturday. This 
particular day consisted of shopping 
in the morning, a luncheon engage- 
ment, the matinée, tea, dinner, 








bridge, and an hour or two of danc- 
ing. A prominent débutante, at a 
supper club, danced two and three- 
quarters miles in a little over three 
hours. Another débutante, a wel- 
fare worker, walked over fifty miles 
in a week just calling on poor fami- 
lies in her neighborhood; and was 
amazed to learn that next year she 
will walk as far as from New York 
to St. Paul and back again. Each of 
these girls was under the impression 
that taxicabs and buses and automo- 
biles practically eliminate walking. 
Each was startled by her daily mile- 


age. 
Stenographers apparently don’t 
walk much. They ride to work in 


the subway, they eat lunch in their 
office building, they spend most of 
the day at a desk. Perhaps they go 








f WHE Kentucky Derby is the 
greatest racing event of the 
year. The results are blazoned 

forth on the front page of every 

metropolitan newspaper. It was the 
great interest aroused in the race 
that caused M. M. McCain, vice- 
president and general manager of 
the Shoe Mart in St. Louis, Mo., to 
capitalize the event and evolve from 
it the Shoe Mart Derby Contest 
which, insofar as that institution 
was concerned, outclassed the 

Churchill Downs classic. 

The contest was inaugurated two 
weeks previous to the running of the 
Derby, May 22. Each salesman was 
designated as a jockey and drew his 
horse, the names having been se- 
lected from the Derby entrants. The 
motive for the contest was to reduce 
the volume of gray shoes which 
McCain wanted to be rid of by the 
end of May. 

For each pair of gray shoes sold, 
regardless of price, the salesman was 
credited with one point in the con- 
test. There were fifteen salesmen 
in the race, riding a like number of 
horses. 

The results were posted each day, 
giving the position of the field. 
Paddock parlance predominated 
throughout the contest. During the 
period the positions of the salesmen 
changed many times and the spirit 
to win the event created a keen sell- 
ing impulse throughout the sales 
force. 

The Win, Show and Place prizes 
were not of immense value. The 
winner received two tickets to the 
Fairmount Racing Club and the af- 





Derby Contest Sells 200 Pairs 


ret s 7 





He invented the 
Shoe Mart Derby contest. It cost 
the store $13.00 and sold 200 pairs 
of shoes at regular prices—at least 
100 pairs more than would have 
been sold without the contest 


M. M. McCa‘n. 





ternoon off with all expenses paid, 
omitting the bets. Show and Place 
money were $5 and $3, respectively. 
But, according to Mr. McCain, the 
prime motive which actuated every 
salesman was the ambition to ride 
the winner in the shoe derby. 

Did the event prove successful? 
Were there any bad spills? These 
are questions which every shoe store 
proprietor would like to know. We 
have asked Mr. McCain to tell us the 
intimate story. 

_ “We had some 300 pairs of gray 
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to a movie at night, and dance once 
or twice a week. We were surprised 
to find that a stenographer walks 
forty-six miles a week. That’s three 
round trips between New York and 
Buffalo in a year. From New York 
to Buffalo every two months. 

Your daily mileage will startle 
you. You can be sure that you walk 
farther than you imagine. Two 
thousand, six hundred and forty av- 
erage steps make a mile. Try to 
guess how many steps you take on 
your way to the office or the shopping 
district. Then count them. The re- 
sult will startle you. Certainly it 
will show you that your feet do more 
work than any other part of your 
body. Now the question arises, do 
they do this work in comfort? 





shoes, which I wanted to be rid of 
by the end of May,” said he. “With 
the salesmen thinking, talking and 
living the Kentucky Derby, I de- 
cided I would cash in on this en- 
thusiasm and inaugurate what we 
called the Shoe Mart Derby. The 
idea was explained to the salesmen 
and it met with instant success. 

“You ask me how successful was 
the event in disposing of my gray 
shoes. Briefly, we sold during the 
two weeks of the contest, 200 pairs 
of gray shoes. Perhaps during the 
same period without the contest we 
would have sold 100 pairs. 

“Here is a store secret which 
makes an event of this kind so satis- 
factory. We did not cut a price on 
a pair of shoes but sold them at the 
same figures we did the day they 
were placed on the shelf. Nor was 
there a P.M. placed on a single pair 
of the shoes. To have accomplished 
the same result, I’m sure we would 
have had to place a big P.M. on the 
shoes, marked down our original 
selling price considerably and used 
some newspaper space. 

“All returned shoes were deducted 
from the points of the salesmen sell- 
ing them. We also established a 
minimum of 11 pairs or points for 
the first three winners. Personally, 
I heartily endorse the scheme, and 
we have already under development 
a baseball contest which we believe 
will outdo the racing event. 

Pete Burkhardt, who has been 
with the company for a good many 
years, was the successful salesman in 
the Derby and the horse he drew was 
Roycrofter. 
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The Sad Story of the Man Who 
Is Terribly Busy 


(This is the last of a series 
of seven articles by Mr. 
Prather, analyzing the rea- 
sons for failure and success 
in the shoe field—Ep. NOTE.) 


HIS closing article of 
the series deals with the 
man who is so busy be- 
ing busy that he has no time 
to do anything but be busy. 
He is a real bizzyizzy. He 
rides a rocking horse. He 
rocks desperately, back and 
forth, in one spot, never get- 
ting anywhere, but always in 
action. Watch him! 

He arrives at the store on 
the run. He rushes in yell- 
ing frantically at the first 
clerk he sees to do something 
in a helluva hurry. Whatever 
it is does not matter. It must 
be done with a lot of noise 
and action. He gallops back 
to his office and sets the world 


Watch him. 
rocks desperately, back and forth, tremendous- 
ly busy, tremendously worked up—but never 


By R. L. Prather 


He rides a rocking horse. 


getting anywhere 


take a little time until I get 
some of this work off my 
hands? Well, he’s gone. Now 
we can get down to some real 
work. Here you, pitch in 
here and mark up these car- 
tons. 

Feverish, frenzied, helter 
skelter. No time to think. 
Busy as a bird dog in wheat 
stubble. 


HOSE letters he wrote 
should have had more 
careful thought. That sales- 
man had some shoes he should 
have bought. That visiting 
business paper man had some- 
thing real to say. 
No matter to the busy man. 
He is too busy being busy. 
Now, it is respectfully sub- 
mitted that a man must be 
busy to succeed. But he can 
be so busy that he over- 
reaches himself and leaves un- 
done a lot of things of great 


He 








afire with his activity. He 
rips open the morning mail 
and dictates letters like a machine 
gun. What he says in them does not 
count. Heisabusy man. He must 
get through his mail and get on to 
the next thing. Those letters may 
be his undoing, but he is too busy to 
think of that. 

“Hey! Miss Smith! Bring me 
them reports! Make it snappy! No 
time to waste here. Lemme see— 
stock reports—size sheets—sales 
slips—cash register tickets—gimme 
all of it. Hurry!” Then for an 
hour he races through details that 
Miss Smith could do much better. 
After that he rushes down onto the 
floor and creates havoc with the 
morale of the sales force by his in- 
sane desire for speed. Speed! 
That’s the ticket. Speed her up! 
Get busy! All hands around here! 
Rush those shoes in here, Mike. Get 
them marked up, Bill. Hustle them 
onto the _ shelves, Jim. Hustle. 
Hurry. Busy! Busy man! 

The newspaper man comes in for 
advertising copy. Gee! Awful 
busy this morning. Guess I’ll have 
to rush out some copy. Grabs a 


sheet of paper and a pencil and 
dashes off an ad. Run that. Get 
cut from Miss Smith. Show me 
proof, now. Rush it. I’m awful 
busy. 

A traveling salesman enters. Has 
a great line to show. Can’t look 
this morning. Too. busy. Got a 
pile of work here. Doing things for 
the clerks. Doing things the office 
boy ought to be doing. Doing every- 
body’s work for them. Can’t look at 
any shoes today. Come in tomor- 
row. What? Leaving town at noon. 
Can’t help that. Too busy this morn- 
ing. See you next trip. 


HE field man of the Boot AND 

SHOE RECERDER is standing there 
waiting for a chance to get a word 
in edgewise with this busy, busy fel- 
low. Too bad you haven’t time to 
talk. Would like awfully well to 
chat with you a minute. Too busy 
this morning. Can’t you come in 
some other time? What! Leaving 
town in an hour? What’s the mat- 
ter with you fellows? Can’t you 


importance. 

Let us see. In that morning mail 
there were at least two letters that 
contained information that should 
have been read calmly and given sev- 
eral minutes of careful considera- 
tion. Answering them should have 
been a matter of deliberate thought. 

There were some catalogs, also, 
that should have had a careful read- 
ing. There were some circular let- 
ters telling about some stock shoes 
that are needed right now. All that 
truck went spang into the waste 
basket. Too busy to read that stuff. 
Bing! 

Rattle off answers to those letters. 
Letters that a real business man 
would have taken several minutes to 
reply to. Careful thought needed 
and well chosen words dictated. In- 
stead of that, a slap-dash, hit-or-miss 
answer to important business com- 
munications. 

That salesman could have given 
the busy man some information of 
great value. Something that might 
have meant several thousand dollars 
in the till in added profits. Likewise 
the editor. Too bad, too busy. 
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Trimming the Window So 
People Will See All of It 
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A Complete Picture—Not a Series of Spots 


HE window shown in the ac- 
companying photograph _illus- 
trates the unusually attractive 
type of displays used by Frame 
Bros., Inc., which features women’s 
shoes at popular prices. Instead of 
grouping shoes according to color, 
style or some similar classification, 
this store scatters shoes that are 
similar throughout the window so 
that attention wanders over the 
whole instead of being held in some 
particular spot. 

“We rely on our window displays 
to a great extent for bringing cus- 
tomers into the store,” explained 
Morris Frame, a member of the firm. 
“We do only a very limited amount 
of advertising in either newspapers 
or direct mail so that our merchan- 
dise and our windows have been our 
principal sources of new customers. 

“In trimming .our windows, we 
try to arrange the shoes so that the 
window forms a 
complete picture. 
We endeavor to get 
away from the idea 
of having similar 
colors or styles to- 
gether because that 
concentrates a per- 
attention on 


son’s 
one spot, and we 
want people to 


glance through the 
entire lot of mer- 
chandise. 

“Marked attention 
is devoted to placing 
each shoe in order 
to get an unbroken 
line throughout the 
display. If we place 
a sauterne kid pump 
near the front of the 
window, we try to 
have a contrasting 
shade next to it— 
say a gray kid or a 
patent. This plan is 
followed out in plac- 


ture. 


ing all the shoes. 
The sauterne or 
gray may appear 


half a dozen times 
or more in the same 


“In trimming our windo 


window, but these shoes are scattered 
so that the eye is directed to several 
different parts of the display. The 
same idea is used in showing a va- 
riety of styles. When a pattern is 
particularly good, we may show it 
in several colors and patent, but each 
is placed in a different part of the 
display. 


ste VERY person who trims a win- 

dow has his own ideas of what 
is right, and many different plans are 
good. The advantage of our displays 
is that people who look at the win- 
dow see a harmonious picture which 
attracts the eye. Upon closer exami- 
nation, the eye is drawn from one 
pattern to another, because each 
pair is separated from the next, and 
each is so placed that it can be seen 
without difficulty. The spectator is 
more inclined to look through the 
entire window.” 


Poe 


cause they tempt the eye to rest too long in one place. 
want people to glance through the entire lot.” 
shown here was trimmed by the firm’s display manager, Sidney 


Schiewitz. 








ws,” says Morris Frame, “we try to 
arrange the shoes so that the window forms a complete pic- 
Similar styles and colors are not grouped together be- 


B bees store uses several different 
styles of stands and tables in 
trimming the windows in order to 
place the shoe at different heights, to 
add variety to the display, and to 
provide the opportunity for display- 
ing a larger number of shoes. A few 
sets of drapes have been purchased 
by the store for adding richness to 
the display. 

The lighting is sufficient to make 
each shoe stand out but it is soft 
and not glaring. Mr. Frame favors 
this soft light as it gives a richer 
appearance to the window where a 
bright, glaring light would be apt to 
cheapen it. 

The accompanying photograph 
shows the display window at one 
side of the store entrance which is 
at the left. A similar window is lo- 
cated on the opposite side. This dis- 
play was arranged to feature spring 
and summer footwear, as might be 
indicated by the 
solid covering of 
artificial grass on 
the floor and the 
baskets of spring 
foliage. 

Sidney Schiewitz 
is display manager 


for Frame _ Bros., 
Inc. 

Variety is the 
spice of life, and 


also one of the car- 
dinal features of 
good window trim- 
ming. There are 
times when a pret- 
tier picture may be 


obtained by the 
assing of mer- 
chandise of the 


same kind in large 
groups, but it does 
not arouse the in- 
terest of the be- 
holder as much as 
does a well diversi- 
fied display. Win- 
dow trims are pro- 
duced primarily to 
sell merchandise. 
women are picking 
styles from them. 





We 
The window 
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Cosine the College Trade 


[CONTINUED FROM PAGE 49] 


but it is eagerly absorbed when told 
by a classmate. 

“Get ’em young, treat ’em nice, 
and they are always yours,” is a 
good motto to-place under the glass 
on any boss’s desk. 

These students for the most part 
will be living right in town for the 
next four years, so in that period 
there is ample opportunity of mak- 
ing fast, permanent customers for 
the store. 

The aavertising appropriation is 
divided among the local newspapers 
and the college publications. Prac- 
tically all the alumni takes the col- 
lege paper, so this makes an excel- 
lent medium for keeping the old 
customers interested and posted. 

One big problem is having 
enough different styles of shoes in 
sizes. When one pattern has been 
sold to a girl in a sorority house, no 
one else there wants that particu- 
lar kind. The population of the 
town is not large enough to absorb 
the surplus stock, but the answer 
has been found. Connections have 
been made with a manufacturer 
who has a wide range of new pat- 
terns. This, and the buying of sizes 
in correct proportions, has cut down 
this hazard. 

Stockings form a big item, both 
men’s and women’s. Last year 
Royer & DeHart purchased as much 
hose in dollars and cents as they 
did shoes from their largest shoe 
account. (They have only three 
women’s shoe houses from which 
they buy.) 

This store had a bunch of home- 
ly red and black men’s socks that 
were stickers for fair. On the day 
that Cheyenne played football these 
were put in the window. The entire 
stock was gone in half an hour, and 
Cheyenne men displayed their colors 
by rolling their trousers up and 
their socks down. 

Now for the men. The University 
of Wyoming has the largest gym 
between Chicago and the Rockies. 
As I remember it, eight basketball 
teams can play on the floor there at 
once. One of the stars of the bas- 
ketball team last year developed 
foot trouble, which seriously inter- 
fered with his playing. Close work 
by the head coach, the B. F. Good- 
rich Rubber Company and Mr. De- 
Hart produced a shoe that worked 
wonders with this boy. As a result, 
this shoe has been adopted by the 
college. Then, too, what the State 
college does influences forty dif- 


ferent high school squads, who also 
adopted the shoe. All of this meant 
some nice extra business and extra 
publicity. 

Anyway, I’m glad that Charlie 
and I went fishing, even if I did 
have to work all one Sunday after- 
noon writing this. 


Using the Fashion Editor to 
Boost the Shoe Game 
[CONTINUED FROM PAGE 51] 


with Cuban heel, in reptile and kid 
or patent leather, for walking and 
street wear. Perhaps the second 
pair would have the higher Cuban 
heel and be the smart dress oxford 
which is appropriate for all kinds of 
street and tailored clothes. Of 
course, there would be one afternoon 
pair at least, which undoubtedly 
would be a smart light kid strap 
pump or sandal, and the formal eve- 
ning slipper. And if she plays golf, 
then golf shoes! That is a scanty 
minimum. 

“Then the Oracle of Fashion went 
on talking about shoes which the 
more generous wardrobe _ should 
hold. She talked about the quiet 
standard black patent leather strap 
pump, and the dark brown walking 
shoe of leather and reptile with per- 
haps, a broad strap. She talked 
about various dress oxfords, black 
patent leather, light parchment or 
other colored kid, combinations of 
kid and reptile, combinations of pa- 
tent and reptile. She had much to 
say about the varied charming after- 
noon slippers. All had the spike 
heel, or, at least, the high Cuban; 
she talked about strap shoes and 
sandals more than pumps and dwelt 
upon the delicate summer shades of 
parchment, sauterne, various beige 
and tan tones and white, too, for the 
country and Southern wear. And 
for the evening hours, the oracle 
spoke glowingly of the new sandal of 
tinted brocade. 

“These, she said, were kid or 
metallic brocade and satin combined, 
often in futuristic designs, and dyed 
to match the gown. The silver or 
gold remained the same; the satin 
became the shade of the gown. All 
the more lovely evening slippers in- 
dulged in contrasting trims, con- 
trasting heels and vamps, fancy 
straps and such intriguing elabora- 
tions. 

“White shoes adopt lines and in- 
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teresting combinations of the darker 
leathers, and, as always in summer 
time, are the attractive shoe for the 
white or light summer frock.” 


Shoe Style Independence 
[CONTINUED FROM PAGE 38] 


product. The stabilizing of cars 
gives distributors and dealers as 
well as users a well-defined idea as 
to styles and models. You know that 
a 1926 Packard will be good style for 
a year at least. 

“If you will look over the stock 
reports you will find the so-called 
non essentials leading. ‘Tobacco, for 
example. Confectionery, cosmetics, 
pleasure - bringing articles, soft 
drinks, and hundreds of others 
standing out in the lead. Look at 
amusements, moving pictures and 
the like. They are all quoted high 
on ’change. 

“Take any nationally circulated 
magazine and look at the advertise- 
ments and you will find the largest 
advertisers leading in national sales 
and their stocks and bonds leading 
in the stock market. 

“One of the most interesting fea- 
tures of the stock market is the con- 
tinued upward tendency of Pullman 
stock. There is a luxury and a 
necessity wrapped in one package. 
With the highest rate ever known, 
with a surcharge that makes a 
traveler wince, more Pullman cars 
are needed. The higher the rate the ‘ 
more we travel. And you know that 
the improvement, the styling you 
might say, of Pullman cars has been 
the slowest thing on earth except the 
tortoise. 

“To me it seems that the shoe 
trade needs to step out and view 
itself from a greater distance. You 
are all standing so close to your jobs 
that you cannot see your own 
shadows. You need better perspec- 
tive. You need to study the meth- 
ods of other manufacturers and dis- 
tributors. Perhaps you will find the 
way out if you will miscroscopically 
examine your own trade.” 


New Way of Getting "Em 
Upstairs 
The Cantilever store in Denver 
solved the problem of attracting peo- 


ple to their upstairs shop through 
the use of colored spot lights in 


their windows. Each night a bat- 
tery of four spot lights, whose 
screens are changed every few weeks, 
is turned on the windows. This 
serves to attract the eye to an other- 
wise dark building, telling folks 
where Cantilevers may be had. 
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LEULATING AND 


Built by 


Burroughs 


Craftsmen 
Backed b 


BILLING 


MACHINES 


The Shoe Dealer 
Was Waiting 


for the 


Portable Adding Machine 


Shoe Dealers everywhere—whole- 
sale, retail, both large and small— 
have given the Burroughs Portable 
a wholehearted welcome. Over 
23,000 are now in use—a large per- 
centage of them by Shoe Dealers. 


This machine adds up to $1,000,- 
000.00; has standard visible key- 
board and one-hand control. It is 
very simple to operate. Because of 
its convenient size and weight it is 
easily carried from counter to office 
or business to home. 


For balancing cash, auditing sales, 
taking inventory, and for general 
work in the store or office it has 
no equal. Behind it are Burroughs 
guarantees, Burroughs service and 
the greatest value in figuring equip- 
ment ever offered. The price is 
only $100—easy terms if desired. 


Call the nearest Burroughs office 
or mail coupon for free demonstra- 


tion. 


Mail This 
Coupon Today 


Burroughs Adding Machine Co. 

6529 Second Boulevard, 
Detroit, Michigan 

I would like to have a free dem- 

onstration of the Burroughs 

Portable Adding Machine. 

Name 

Street 








BURROUGHS ADDING MACHINE COMPANY a 
DETROIT, MICHIGAN State 


ADDING - BOOKKEEPING + CALCULATING AND BILLING MACHINES 


’ When writing to advertisers please mention Boot anv SHor RecorDER 
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To Ship July 














The “Delka” 
No. 6631— Welt ARCH REST 
Black Kid with Black Boa Straps 
and Trimming, 14-8 Leather Wing- 
foot Heel. Last 256. $5.50 
No. 6633—Same as above in No. 10 


Bright Brown Kid with Carmel 
Straps and Trimming, 14-8 Cov- 
ered Wood Heel. $6.50 
No. 6667—Same as No. 6631 only 
in Patent Leather with Perforated 
Trimming. $5.50 


AAA5 x9 A4 x9 
AA 4%x9 B3%x9 
C & D 3x9 


To Ship July 























The “Bogo” 


No. 6666—Patent Leather Welt. 

Arch Support Shank Feature. 14-8 

Leather tices Heel. Last 256. 
4.50 


No. 6665—Same in Black Kid. 
A4 x9 
B 3%x9 

C&D3 x9 
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NEW 


STOCK SHOES 





Priority 
Rules 
All 

Shipments 


No. 3408 (not illustrated) — This 
light, flexible McKay in Patent 
Leather will be in stock July 15. 
It is a one strap, with a small side 
cut out, on our new 259 medium 
toe pump last, carrying a 14/8 
covered wood heel. 


Visit Rooms 95 and 96 
YOUNGS HOTEL 
During Boston Shoe and 
Leather Fair 


Mr. B. K. Farnham 
Our Eastern Representative 


Will Extend a Welcome to All 





THE IRVING DREW COMPANY 


Portsmouth, Ohio 
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To Ship July 























The “Frat” 


No. 6638—Welt 3-eye-tie Gum- 


wood Calf Vamp and Top with 
1450 Chagrin Calf Tongue and 


Foxing. 12-8 Solid Leather Wing- 

foot Heel. New Last 260. High- 

est Type Welt Shoe in the Drew 
Line. $5.35 










AA4 x8 B3 x8 
A3%x8 C&D2%x8 










To Ship July 




































The “Lyn” 
No. 6669—Black Kid Welt. Arch 
Support Shank Feature. 14-8 
Leather Wingfoot Heel. Last 256. 
$4.50 
A4 x9 
B3%x9 
C&D3 x9 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 











Indiana Travelers Hold 
Meeting 


The Indiana Shoe Travelers’ Asso- 
ciation held its final summer meet- 
ing on June 26 at Room 370, Deni- 
son Hotel, Indianapolis. 

The principal business before the 
meeting was the adoption of new 
by-laws and talking over the propo- 
sition of insurance and setting the 
final date for Shoe Buyers’ Week, 
which is under the auspices of the 
salesmen of this organization. This 
is to be held the early part of the 
year 1927. 


Freeman-Thompson Men 
Sell Walton Line 


The Freeman-Thompson Shoe Co. 
of St. Paul, Minn., has been ap- 
pointed distributors of Walton 
shoes in the Northwest. The A. G. 
Walton & Co. state “Freeman- 
Thompson Shoe Co. will carry a 
complete stock of Walton solid 
leather shoes for immediate deliv- 
ery at St. Paul, and at the same 
price as from Boston.” The Free- 
man-Thompson Shoe Co.’s_ sales- 
force is now starting out with a full 
sample line of Walton shoes. 


Schneider Has New York 
Office 


Roy F. Schneider, a popular mem- 
ber of the Rochester Association of 
Traveling Shoe Selesmen, who travels 
New England and New York State, 
for The Sherwood Shoe Co. of 
Rochester, has his New York office 
at 907 Marbridge Building. Roy left 
the factory recently with a complete 
line of new samples. He is enthusi- 
astic over the possibilities for ma- 
terially increasing the sale of Sher- 
wood-McKays in the Metropolitan 
district. In addition to sales work, 
Mr. Schneider will assist Gus Schaub 
in the designing of new lasts and 
patterns. 

Roy’s experience in the shoe busi- 
ness admirably fits him for his new 
“berth.” For a number of years, 
he represented John Kelly, Inc., on 
the Pacific Coast and later in New 
England. He also designed and 
styled the John Kelly line. 


His brother members of the Roch- 
ester Association of Traveling Shoe 
Salesmen are all certain that he will 
enjoy real success in his new work. 


Iowa Adds New Members 


The Iowa Shoe Travelers’ Asso- 
ciation has added several new mem- 
bers to its roster, as follows: Will 
Wiese, F. D. McKee and J. A. Ny- 
lander, of the United States Rubber 
Co. Des Moines branch; B. F. Lyon, 
MacLaughlin-Sweet, Inc., Auburn, 
Me.; A. J. Wylie, manager of the 


Roy F. Schneider, who covers 

New England and New York 

State for the Sherwood Shoe Co. 

He will also assist Gus Schaub in 

“styling up” the line. His New 

York office is at 907 Marbridge 
Building 


Hood Rubber Co. Des Moines 
branch; William J. Sandberg and 
Fred E. Smith, of Wm. J. Sandberg 
& Co., Des Moines. 

“We are receiving a great many 
inquiries in reference to the group 
insurance, and our members are 
very enthusiastic,” writes the effi- 
cient secretary-treasurer of the Iowa 
Shoe Travelers’ Association, J. E. 
William Prescott. “There seems to 
be some confusion among Iowa men 
as to the two different organizations 
—the Iowa Shoe Travelers’ Associa- 
tion and the Shoe Travelers’ Auxil- 
iary of Iowa. Some think that if 
they belong to one they automati- 
cally belong to the other. This is 
not the case. Each is an entirely 
separate and distinct association. 
The Shoe Travelers’ Auxiliary of 
Iowa is a local organization, organ- 
ized for the purpose of entertaining 


retail shoe merchants while attend- 
ing their annual conventions, held 
usually at Des Moines; while the 
Iowa Shoe Travelers’ Association is 
affiliated with the national organ- 
ization for the protection and benefit 
of the shoe travelers.” 


Everston on Southern Tour 


J. H. Everston, advertising man- 
ager for the Marathon Shoe Co., 
makers of the famous Pied Piper 
line, was a_ visitor with Byck 
Brothers of Atlanta, recently, At- 
lanta Pied Piper dealers, enroute on 
a tour of the South during which he 
is visiting many of the larger South- 
ern stores handling this line. He 
met W. L. Smith, who travels the 
Southeastern territory for the com- 
pany, while in Atlanta. Incidentally, 
Mr. Smith reports the volume so far 
this year running quite a bit better 
than last season in the Atlanta dis- 
trict, with promise of close to a 
record year. 


Williamson Joins Murray- 
Dibrell 

C. A. Williamson of Birmingham, 
Ala., who has been calling on the 
Southern shoe dealers, mostly in the 
Alabama territory, for a number of 
years, has joined the sales forces of 
the Murray-Dibrell Shoe Co. of 
Nashville, Tenn., according to an 
announcement recently by this com- 
pany. He will travel Alabama east 
of Birmingham, making headquar- 
ters at that city. 


To Show at Boston 


During the Boston Style Show the 
Interstate Shoe Co. line will be 
shown at Rooms 982 to 942, Hotel 
Essex. In attendance will be the 
following representatives: Harry W. 
Modlin, James E. Merrill, Oscar J. 
Newton, Russell E. Nash, Levi Mac- 
Millan, Robert E. Emmett and 
Harold T. Bradley. 


J. S. Gorman with Roth 


J. S. Gorman covers Iowa, Mis- 
souri, Kansas, and Nebraska, for the 
Roth Shoe Mfg. Co. He formerly 
represented P. Sullivan Co., and is 
very well known in his territory. 
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aa Dieters Trade ea 


Blocks Away 


For every ten people near your store, there are 
one hundred a block or two away. 

Gain the attention of the larger number and 
you gain the chance for bigger sales. 

The clear, bold attractiveness of a projecting 
Flexlume Electric Sign will “call” to the hun- 
dreds—by day with its forceful letters of white 
in strong contrast with theif dark frame, and by 
night with its glowing letters of light. 

“The best yet the most inexpensive advertising 
we do,” say thousands of merchants of Flex- 
lume. Write for photo-prints and profit-facts 
about Flexlume as used by hundreds of stores. 




















We also build exposed lamp and other types 
of electric signs for those who prefer or 
require them. 


FLEXLUME CORPORATION 
1770 Military Road Buffalo, N. Y. 


’*Phone “Flexlume”—All Principal Cities 
Factories also at Detroit, Los Angeles, Oakland, 


Calif., and Toronto, Can. 2 | 





































_ Introducing Pert and Jade 


It takes more than Lasts, Patterns and Ma- 
terials to produce a smart pair of shoes. 
Sherwood Master Craftsmen produce smart 
lines and quality footwear. 


Made the “Sherwood Way”—in 
pleasing Combinations of Mate- 
rials. 


Silliman and Mr. 




















Mr. Schaub will be at the 






“PERT” “JADE” 
Medium and Round toes, 10 Adams House, Boston, Rooms 213 and 214, Medium and Round toes, 10 a 
to 18/8 heels. July 6-7-8 to 20/8 heels. i 









SHERWOOD SHOE CO. 






ROCHESTER, N. Y. .« 
/ 
/ 
NEW YORK CITY CHICAGO PHILADELPHIA y 
Mr. Schneider, 907 Marbridge Bldg. Mr. Le Pine, 1618 Republic Bldg. Mr. Schoell, 119 So. 4th St. be 
OAKLAND, CAL. LOS ANGELES, CAL. I 






R. L. Wall, Lankershim Hotel 


* Tp ' 2 TO™ aa ~ 
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Mr. Kushins, care Roos Bros. 
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To Show at Boston 





Charles B. Taft, New England 
representative for P. W. Minor & 


Son, Inc., Batavia, N. Y., who 
will have for the fourth succes- 
sive time a suite of sample rooms 
at the Lenox Hotel, Exeter Street, 
during the Boston convention. He 
will show a long line of early fall 
in-stock samples. Henry H. Minor, 
president of the concern, and C. L. 
Kimmel, New York State repre- 
sentative, will likewise be in at- 
tendance at the Lenox 


Joe Brady with Moore- 
Shafer 


Joe Brady, well-known southern 
shoe salesman, who formerly trav- 
eled for the Utz & Dunn Company, 
has joined the sales force of the 
Moore-Shafer Shoe Mfg. Co., of 
Brockport, N. Y., and will represent 
them in the States of Tennessee, Ala- 
bama, Georgia, Florida, North and 
South Carolina and part of Ken- 
tucky. 

Joe Brady needs no introduction to 
the southern trade as he is a native 
of Nashville, Tenn., and has trav- 
eled in the above territory for a 
number of years. Joe will carry the 
complete Moore-Shafer line, but will 
specialize in introducing the new 
“Castaform” feature shoe now being 
made by Moore-Shafer. 

Joe recently spent several days at 
Brockport going over the new pat- 
terns and left for his territory with 
a complete new line of samples, 
which he states are just the thing 
for the trade in his territory. 


Buckley Back from Trip 


E. W. Buckley, Southern sales- 
manager for the Val Duttenhoffer 
Sons Co., is back in Atlanta again 
after a rather extensive trip through 
the Southern territory, decidedly 
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optimistic over the condition of 
business this spring and the summer 
and autumn outlook. All the popu- 
lar styles \have been selling ve-y 
well, Mr. Buckley states, indications 
promising close to a_.record shoe 
business in the South this year. Mr. 
Buckley was formerly Southern 
salesmanager for the Wizard-Light- 
foot Appliance Co. of St. Louis for 
several years. 


Mellen with Krippendorf- 
Dittman 


D. F. Mellen has recently joined 
the salesforce of the Krippendorf- 
Dittman Co., Cincinnati. He will 
cover Missouri and surrounding 
territory. Mr. Mellen has a wide 
circle of friends in the trade. He 
was buyer for the Cutler Shoe Co. of 





Joe Brady, who travels the South 
for the Moore-Shafer Shoe Mfg. 
Co. of Brockport, N. Y. 


Chicago for a number of years, and 
more recently was connected with 
the Rice & Hutchins Co. He takes 
the territory of the late and esteemed 
Frank Perkins who for over a quar- 
ter of a century represented the 
Krippendorf - Dittman line. Mr. 
Mellen died a few months ago. 


Patterson with O’ Donnell 
Shoe Co. 


Rudolph Patterson is now covering 
the Twin Cities trade for the O’Don- 
nell Shoe Co. He previously repre- 
sented the Thompson branch of the 
O’Donnell Company in South Dakota, 
where he traveled for two years. 

Rudolph is the son of Charles M. 
Patterson, treasurer of the O’Don- 
nell Shoe Co., and although prior 
to his entering the shoe business he 





61 





had worked for a Minnesota contrac- 
tor, and for a Twin Cities Builder, 
the “call of the craft” sounded so 
strongly in his ears that he made 
up his mind to “stick to the last” of 
shoe making. 


J. L. Levine with Alden, 
Walker and Wilde 


Julius L, Levine has been ap- 
pointed to represent Alden, Walker 
& Wilde in Greater New York, New 
Jersey and Philadelphia. A com- 
plete line of samples is on display at 
the company’s New York office, 
Room 914, Marbridge Building, 1828 
Broadway. 


Kennedy with Union 
Shoe Co. 


W. E. Kennedy of Council Bluffs, 
Iowa, formerly with the Vogel Shoe 
Mfg. Co. of Louisville, Ky., is now 
covering Western Iowa, Kansas, and 
Nebraska, for the Union Shoe Mfg. 
Co. of Chillicothe, Ohio. Although 
Mr. Kennedy has been with his house 
but a short time, he is already book- 
ing some good orders. 


Harry DuBrin with Menzies 


Harry L. DuBrin is now back with 
his “old outfit,” to use his own words 
—the Menzies Shoe Co.—and is 
hard at work covering the big trade. 
On -a recent visit to New England 
he visited the National Secretary’s 
office at 183 Essex Street, Boston, 
and told T. A. D. that one of the 
principal “reasons” for his doing 
such a good business is his young 
son—Harry L. DuBrin, Jr. 





whose 


Harry L. DuBrin, 

“dad,” Harry L. DuBrin, sells the 

Menzies Shoe Co.’s line to the 
volume trade 


Jr., 
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Slide Safely Through 


the Summer Slump! 


RING the “dead summer season’’ back to life—with Keds. 
Your customers know them. Boys and girls, men and 
women all over the country know Keds and are asking for 
genuine Keds by name. This means that your sales efforts 
and sales expenses are less, that your stock moves quicker, 
and that every dollar invested in Keds is working all the time. 


United States Rubber Company 


CONQUEST — a crepe sole SPORTSTE R—a popular 
Keds that attracts boys and Keds for all summer 7. 
builds summer business. Grey corrugated sole ade 
Made in white or brown. in white or brown. 
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Canvas and Rubber Shoe Sport 
Windows Attract ‘Trade 


RECORDER , 63 





Auto Tourist Buyrs Are on Increase 


HILE the progressive retail 
W merchant is thinking 

over his supplies of heavy 
rubber shoes for next winter—and 
there are some very attractive ga- 
losh patterns from which to make 
selections—he is also very much 
alive to the fact that the yearly 
increasing number of automobiles, 
and the yearly increasing number 
of good roads, has brought about a 
new buyer known as the auto tour- 
ist. This auto tourist buyer is al- 
most always en route for a sum- 
mer camp over the week end; or on 
an after-work, or after-business 
trip, to the beach or country side. 
The auto tourist buyer is in the 
market from May to October. He 
and his family are people of quick 
vision—they have learned to look 
at shop windows rapidly as the car 
glides along. 

They are on pleasure bent, with 
doubtless the lure of a place just 
ahead in which to relax their limbs, 
as well as their minds. A special 
window of canvas rubber soled 
shoes, with the suggestion that 
“Canvas Rubber Soled Shoes are 
Particularly Adapted to Summer 
Camp Wear,” usually sells, not 
only one pair per auto, but several 
pairs, as the auto tourist buyer us- 
ually travels in a party of five or 
Six. 

Not only canvas rubber soled 
shoes make a strong appeal for the 
outdoor life of the summer camper 
—but there are rubber boots for 
fishing and leather boots with rub- 
ber soles and heels. 


DISPLAY of this footwear, tell- 

ing the different occasions for 
which the various types of shoes 
may be worn by the camper, espe- 
cially if there is a summer atmos- 
phere given to the window by means 
of a grass rug or a tiny tent of 
canvas, or a scenic background, 
will result in more pairs of rubber 
and canvas rubber soled footwear 
sold right. 





H. A. Derry, assistant manager 

of the sole and heel department 

of United States Rubber Co. 

headquarters at 1790 Broadway, 
New York 








high black laced 

boot, with crepe sole and heel. It 

is used to wear in stepping over 

wet stones, for snow shoeing, 

skeeing, etc.—Made by Cambridge 
Rubber Co. 


Sportsmen’s 











H. A. Derry Promoted 
and Transferred 


Announcement has been made by 
the United States Rubber Company 
of the promotion of H. A. Derry, 
who has been in charge of soles and 
heels to manufacturers, to the post 
of assistant manager of the sole 
and heel department. Mr. Derry’s 
headquarters have been transferred 
from Boston to the general offices 
of the company at 1790 Broadway, 
New York. 

In his new position, Mr. Derry 
will have supervision of sales to 
shoe finders, as well as the shoe 
manufacturers’ trade. Mr. Derry 
recently completed ten years of ser- 
vice with the United States Rubber 
Company, all his work having been 
in the sole and heel field. He is 
widely known among shoe manufac- 
turers and in the shoe repair in- 
dustry. He was chairman of the 
finance committee under Frank W. 
Whitcher at the very successful 
convention of shoe finders at Bos- 
ton a few years ago. 


America’s Business and 
Labor Cooperates 


WASHINGTON, D. C.—At the four- 
teenth annual meeting of the 
Chamber of Commerce of _ the 
United States, held here recently, 
Paul W. Litchfield, president of the 
Goodyear Tire and Rubber Com- 
pany, stated that business and la- 
bor were finding themselves in 
closer accord and working together 
to the same end—increased produc- 
tion, with the resultant advantage 
of higher wages and increased pur- 
chasing power. To this principle 
was attributed in large measure the 
economic supremacy of the United 
States. 


“A lazy man and a dead one take 
up the same room.”—Walk-Over 
Factory Prints. 
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Whites—Reptilian Effects 
Parchments—Satins— 
Patents 


“Gila” 
R544 Black Satin .... 
BS31 Mottled Ivory 
Lizard $ 


“Eubar” “Galt” 


BS579 White Calf ....$4.75 , + : 
BS89 Parchment Calf. 4.75 “a, b2 . 

. aS ty RS84 Patent Colt 
BS60 Patent s ; BS48 Bleck Satin 


Special Process 
BS36 I M4 or ad | Mottled 
5 


A ' “Regent” 


B422 Patent Colt ..... 
B428 Black Satin .... 


BS28 White Calf 
8530 Patent 
BS29 Parchment Calf. . 





SIZES AND WIDTHS 
AA..4%-8 A..4-8 B..3%-8 C..3-8 


The MENIHAN COMPANY ..., 


SHOEMAKERS FOR WOMEN BS72 Patent 


BS78 White Kid Rochester, N. Y., U. S. A. 











New York Office: 612 Marbridge Bldg. Oakland, Cal. +» Office: 424 Relview Ave. 
B. W. MOYLAN Ss. KUSHIN 


Chicago Office: Majestic Hotel Los Angeles Omest 107 Bast Sth St. 
F. J. SATEK E. OLLAND 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 


BS73 Black Satin . 
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Boston Expects Big Attendance 
at Shoe and Leather Fair 





CHICAGO 








| BOSTON 














The week ending July 3 found 
every sample room in every hotel in 
the city of Boston either occupied by 
a shoe man or reserved for someone 
connected in some way with the shoe 
and leather industry. This, in prep- 
aration for the influx of merchant 
buyers bound for the Boston Shoe 
and Leather Fair, which opens here 
on Tuesday following the holiday. It 
is expected to be the “buying-est’” 
week in the experience of the Boston 
Market. 

Complete details of the fair were 
given in the June 26 issue of the 
BooT AND SHOE RECORDER. Princi- 
pal among the features, of course, 
are the style show and the merchan- 
dising conference to which everyone 
is looking forward with pleasurable 
anticipation. The style show will be 
held every evening and the merchan- 
dising conference on two mornings 
—Wednesday and Thursday. 

On Thursday afternoon the fea- 
ture will be the annual boat ride 
down the harbor, with members of 
the Hospitality Committee of trav- 
eling salesmen as hosts. This will 
be even Better than the boat ride of 
last year. 

Boston retail shoe merchants plan 
to hold open house during the days 
of the fair. They want everyone to 
feel free to come in, make them- 
selves known and ask all the ques- 
tions they can think up. : 

In addition to sample-room reser- 
vations, hotels are literally jammed 
with applications for rooms to be oc- 
cupied by buyers and visitors to the 
city, attracted by the annual event. 
All things considered, it promises to 
be the most successful of Boston’s 
many shoe and leather fairs. 

During the week there will be 
meetings of the boards of directors 
of two of the big national associa- 
tions—the National Shoe Retailers’ 
Association and the National Boot 
and Shoe Manufacturers’ Associa- 
tion. The former is headed by John 
Baird of Columbus, Ohio, and the 
latter by John C. McKeon of Laird, 
Schober & Co., of Philadelphia. 


Business Revives 

Chicago shoedom as yet hasn’t 
felt any buying impulse from the 
visiting thousands here for the 
Eucharistic Congress, nor did the 
merchants generally make any 
great effort to attract the attention 
of the congressists save in the dec- 
oration of their windows. Prob- 
ably if any special amount of buy- 
ing is done it will not be done until 
after the religious ceremony is com- 








A good pair all over town. On 
the richest hill in the world the 
largest city in the State of Mon- 
tana is to be found. Once a year 
Butte puts over a big party. It 
is the 4th of July celebration, 
which brings people from all over 
the State. The idea of feet plas- 
tered all evar town wasn’t a shoe 
man’s idea, -although it worked 
out to their benefit 








pleted, which will be the latter part 
of the week. The past week, how- 
ever, has brought an interesting re- 
vival of business. Trade in all sec- 
tions of the city has improved, 
store forces have been kept pretty 
steadily busy during the days and 
undoubtedly much stock has been 
moved. 
Gray and Blond 


The light shades of gray and the 
blond shades in one-color effects 
and with the multi-colors of rep- 
tile trimming have been selling 
regularly. Patent leather effects 
with looped trims of reptile leath- 


ers in light tan shades are also 
among the more popular varieties 
of patterns selling well at present. 
Patent leather generally holds a 
never-failing place in the “best 
selling” sections of every mer- 
chant’s stocks and the one-strap 
and strip pump patterns are the 
most popular. 

The general shoe stores such as 
Holden’s, Cutler’s and the depart- 
ment stores have shown a very 
pleasing increase in business over 
a year ago and the specialty stores 
almost without exception report a 
very satisfactory volume in June. 

Many of the buyers are predict- 
ing the slow falling off of the rep- 
tile trimmed patterns and by fall a 
return to the one-color type of foot- 
wear with possibly some two-toned 
effects in trimming. 


Comfort Trade Gains 


One of the remarkable effects in 
this year’s business has been the 
steady growth of the “foot com- 
fort” departments in stores where 
the arch comfort type of footwear 
is featured. In one State Street store 
where a foot comfort department is 
less than two years old the busi- 
ness has grown from 9 per cent of 
the total volume to almost 30 per 
cent in fifteen months. This store 
‘nstalled an X-Ray machine on the 
floor about a year ago and the re- 
sult in their sales was noticeable 
from the start and volume began to 
rise, forcing the enlargement of the 
department to almost twice its 
original size, and now needs still 
more room. A second machine has 
been installed in the children’s de- 
partment and sales in this depart- 
ment which heve lagged a bit now 
are on the up grade. 


Black Shoes for Men 

One of the most unusual and un- 
expected turns has occurred in the 
men’s footwear lines in the sudden 
call for black footwear. This de- 
mand has reached such a point that 
a number of the managers have in- 
structed their clerks to show tan 
shoes first without consulting. the 
customer as to his choice and this 
in stores where ordinarily the /cus- 
tomer is asked the question of 
black or tan! 
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“The Best of Them All” 


For Golf and Service Shoes 


This is what many leading shoe merchants and 
shoe manufacturers say of GRO-CORD 
SOLES, based upon their experience in selling 
footwear equipped with them. 


GRO-CORD SOLES 


Prince G help the alert merchant to build 2 repeat business. 


King B 
These soles carry our brand or trade mark, and for Golf or Hiking 
therefore have our backing for quality, wear and 

service. 


for Golf Shoes 


Nl ial nen “7 . . 
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For Golf For Work or Service 


The Prince G Sole is very popular There is no tougher, longer-lived, 
more flexible sole material than Cord 


with golfers. The Golf Bag as a part : 
of the scledésign makes for cosy €, L502 oe material found in every Gro-Cord 
od ole. 


BS re 


selling. 


a 
i 


We want you to visualize the meaning 
of a product that gives over-value in 
wear and comfort to the consumer 
for his INVESTMENT, and less 
complaints to the retailer and manu- 
them to pass the word along to others 

facturer and more reorders. If you 


i 


Quality, wear and service are the three 


ree ie 3 
FT OG ag Bs 


important elements which also win 


ae) ce 


the customers’ satisfaction and causes 


so that they too will come to your 
store for a pair of Golf or Hiking 


Oxfords or Boots. 


want your share of the shog business, 
WRITE, TELEGRAPH or VISIT 
the factory where they are MADE. 


NOTE:—Those persons infringing on our 

patents or naming their product to mislead the 

public on the “Gro-Cord” trade mark will be 

” 7 No. 3 


Queen C prosecuted. 
for Work or 


for Women’s 
Golf, Sport or ‘ ; ‘ Ask oe ee eee Fe aaiael Service Shoes 
iki mes of manufacturers using Gro-Cor es 4 
Cuming Ghose sna and fine grades of shoes supplied on re- 
quest. 


CORD TIRE WEAR IN EVERY PAIR 


The Lima Cord 
Sole & Heel Co. 


Lima, Ohio 
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MILWAUKEE 


Whites Moving Well 


The demand for white kid, and 
in a lesser degree for white linen, 
shoes has been steadily mounting 
until a brisk first two weeks in 
July are confidently predicted. All 
indications are for a good season 
on this type of merchandise. It is 
surprising, many retailers say in 
packing up their conclusions of a 
good white year, how many white 
shoes have already been sold. Not 
a white shoe was seen on a Mil- 
waukee street up to the official cal- 
endar opening of summer, yet the 
sales of this kind of shoe showed 
a healthy interest and volume be- 
yond what could reasonably be ex- 
pected when street wear was yet 
impossible. 

White kids with fancy trim and 
one narrow strap are the most pop- 
ular type thus far. The narrower 
toe than is usual in darker shoes 
is the toe that is receiving call in 
whites, and -a Cuban or Spanish 
heel is preferred either to the spike 
or box heel, according to the ma- 
jority of dealers. 

The leader of the shoe field is 
still the light tone of tan or gray 
kid, it is agreed, but patent leath- 
ers have crept still closer and more 
nearly threaten the supremacy of 
the light fancy kid than heretofore. 








Oxfords More Popular 


Fancy, open work oxfords are 
beginning to show favor at the T. 
A. Chapman Company’s shoe de- 
partment, according to F. Dickel- 
mann, assistant buyer. This is the 
beginning of a strong vogue which 
Mr. Dickelmann predicts for fall. 
These extremely fancy oxfords will 
go well both in patent leather and 
kid, black and brown, he reads in 
present indications, and _ reptile 
trim will be featured on most of 
the best sellers, he thinks. These 
will go both for street and semi- 
dress, while for good afternoon 
wear, the cut steel buckle will re- 
turn to favor. 

The reign of the pump is already 
on the wane at Chapman’s, people 
having apparently become con- 
vinced of what Mr. Dickelmann 
terms “its ruination to feet.” And 
the single-strap pattern in light 
shades of tan and gray, with black 
patent leather a close second, pre- 
vails in the sales slips. 


Colored Linens 
What linen shoes have been sold 


BOOT AND SHOE RECORDER 








Attractive front installed by Johnston’s Big Shoe House, Ltd., of 


Vancouver, B. C. 


William B. Johnston is president of the firm, which 


handles both men’s and women’s shoes 


thus far at Reel’s have been those 
dyed to order, that is, matching the 
patron’s sample of what she wishes 
to wear with them. 


Janet Caspari Dead 


Janet Gertrude Caspari, aged five 
years, daughter of Mr. and Mrs. 
Claude E. Caspari, of Caspari and 
Virmond, shoe retailers, died at her 
home, 1669 Murray Avenue, and 
was buried on June 17. 


Name Convention Committees 


The following committees have 
been announced for the arrange- 
ment of the annual convention of 
the Wisconsin Retail Shoe Dealers’ 
Association which will be held in 
Merrill in August: 

Finance—C. S. Broecker, F. A. 
Grundeman and W. F. Peterman. 

Entertainment—C. R. Livingston, 
L. B. Emerich and K. M. Solberg. 

Speakers’ Committee — A. C. 
Klein, Harry Krom and F. A. 
Grundeman. 

Exhibits—K. M. Solberg, L. B. 
Emerich and Harold Plaas. 

Style Show—C. R. Livingston, L. 
B. Emerich and K. M. Solberg. 

Ladies’ Reception—Mrs. C. R. 
Livingston, Mrs. K. M. Solberg and 
Mrs. L. B. Emerich. 

Publicity—C. S. Broecker, F. A. 
Grundeman and A. C. Klein. 

Welcome—C. R. Livingston, W. 
F. Peterman and C. S. Broecker. 

Reservations — K. M. Solberg, 
Harry Krom and Harold Plaas. 

Charles S. Broecker of Merrill, 
Wis., has been named chairman. 

Sub-committees have been ap- 
pointed, also, and plans are well 
under way for all convention pro- 
grams. Speakers are expected from 
several Middle-Western cities, ac- 
cording to C. N. Cody, Antigo, pres- 
ident of the association. 

More than 200 shoe merchants 


throughout the State have signified 
their intention of attending the 
1926 convention, according to J. B. 
Langenberg, secretary, Appleton. 


g DETROIT 


June Sales Slump 


Shoe merchants of Detroit are 
complaining of the slump in shoe 
sales during June. May sales were 
generally satisfactory and great 
things were expected of June which 
have not materialized. Complaints 
come from firms handling both 
men’s lines as well as women’s. 

Many merchants were banking 
on a good run on white footwear 
during the early days of June, but 
unfortunately the cold and wet 
weather has retarded sales of this 
class. This is evidenced more in 
stores catering to the public with 
popular priced lines than with the 
better lines. The last ten days of 
June have been characterized by 
many sales of white footwear at 
extremely low prices. 











Early Sales 


Early clearance sales are fore- 
casted in the number of sales of 
footwear being offered by some of 
the department stores. At Kern’s 
white kid shoes were offered at 
$3.20 per pair, being the overstock 
of manufacturers who disposed of 
the footwear owing to the back- 
wardness of the white season. At 
Frank & Seder’s 6000 pairs of nov- 
elty shoes, including whites were 
offered at $2.88 per pair. These 
two sales are in the basement de- 
partments. Crowley-Milner offered 
$7 to $10 values at $5 per pair and 
$5 to $7 values at $4 per pair. 
Heyn’s announce a $5 Footwear sec- 
tion for misses and women. 
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Beauty tells! And one 
beauty tells another 


That instinctive preference of women for 
a truly fine slipper has been profitably capi- 
talized for years by those who sell Goodrich 
Beaded Slippers and Novelty Turns. 


Retailers looking for high grade men’s 
slippers will be much interested in our com- 
plete line of REST SHOES. 


See them all at Booth 308, Haverhill Sec- 
tion, Boston Style Show—also Copley Plaza. 


As usual—a Quality Exhibit. 


& 


HAZEN B. GOODRICH & CO. 
Turns Exclusively 
Haverhill, Mass. 























ee cates | 
“Canyon Red 





a “Collis” Creation of 
outstanding merit and 
color for Fall 1926 








Produced only from 
finely selected : 


Foreign Auction 
-afullgraned Calfskins : 


upper lea ditdhe (The best in the world) 


The Collis Leather Co., Ltd. 


Aurora 
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| CINCINNATI | 


Cooler Weather Slows Trade 


Cincinnati, the first part of last 
week, experienced much cooler 
weather, which had its consequent 
effect on the volume of business. 
Especially did the sale on white 
shoes take a decided drop, as did 
all business in general. However, 
the latter part of the week found 
the temperature ascending and also 
the volume of business. 


Whites Moving 


Whites still appear to rank first 
in retail shoe sales, but are closely 
followed by patents and colored 
kids which are selling on an equal 
basis. Sport shoes have begun to 
show some little movement, but 
so far they have not made very 
rapid strides due to the unfavor- 
able weather. As to shoes for men, 
there is no change worthy of men- 
tion, except that the sport oxfords 
have come more to the front. 


“Sandy Tans” for Men 


At the Bostonian Shoe Shop busi- 
ness is reported holding up very 
well. This store has found that 
there is an unusual demand for the 
“sandy tans.” Featherweights have 
not let up at all since the feather- 
weight shoe campaign and this 
store is still selling plenty of this 
type of footwear. Also in the last 
few weeks there has been a notice- 
able rise in the sport type of foot- 
wear. Along this line the two- 
tone sports are more in demand. 


Sport Oxford Selling 


B. F. Kathman, manager of the 
Emerson Shoe Co., reports that 
business has been very good, with 
two-tone sport oxfords going very 
well. He says, also, “Blacks are 
going fairly well but not near as 
good as the lightweight tans which 
are at present making up 75 per 
cent of our sales.” 


Whites, Patents and Colors 


Whites at this time at the Pot- 
ter Shoe Co. are the big sellers. 
Patents and the colors are in a tie 
as to the next best sellers. Heels 
are still as high as ever and it 
looks as though they will remain as 
such for some time. There is still 
a good volume of business being 
done on the Deauville sandals. 
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New copper and plate glass front recently installed at the Coffey 


& Anderson Walk-Over store, Cadillac, 


Mich. The arrangement 


gives a maximum display space 


Reptile shoes have crept up con- 
siderably here of late. 

“However, business in general is 
not on par with that of the same 
time last year, possibly due to the 
dropping off of the whites,” says 
Ted Orr, one of the heads of the 
women’s department. 


Kanause Goes to Atlanta 


J. H. Kanause, who in the past 
served as manager of the women’s 
department of the Potter Shoe Co., 
has resigned to open an Arch Pre- 
server Shoe Store in Atlanta, Ga. 


Weather Retards Sales 


The recent return of cool weath- 
er caused the demand for white 
shoes to slow down during the week 
ended June 26. There is, however, 
in the opinion of all operators, 
plenty of time ahead to dispose of 
the white stock now on hand. No 
one is apparently worrying over 
this situation, as it is predicted 
that fewer white shoes will be car- 
ried over this season than ever be- 
fore. A check up in a number of 
stores finds the merchandise lower 
than it has been for a long time. 
The colored kids are well cleaned 
out, whites will be sold before the 
middle of August, and the rest of 
the merchandise is excellent for 
selling at regular prices. 

One store, a popular priced one, 
reported its whites 20 per cent 
below that of last year. Another 
large store reported its white sales 
greater by 10 per cent than last 
year. This is a typical situation. The 
white business as against figures of 
last year seems to be spotted. 





ST. LOUIS 











Patents Strong 


Patents are finding a large fol- 
lowing and the demand is on the 
upturn with greater volume being 
reported each week for the shiny 
leather. The shoes that are selling, 
however, are not what is touted as 
being the big fall bet. That of pat- 
ent with reptile trim.: 


Plaine and Kraemer go to Europe 


Erwin Kraemer and Garrison 
Plaine, both salesmen of the Shoe 
Mart, will sail for Europe about 
July 12 to be gone until Sept. 1. 
They and a group of college boys 
will accompany a shipment of 
mules bought by the Spanish gov- 
ernment.- They will act as feed boys 
en route. A five weeks allowance 
will be granted Plaine and Kraemer 
after they land, during which time 
they will tour the Continent. 

Kraemer will stop in Paris for a 
fortnight to buy shoes for the Shoe 
Mart. 


To Attend Boston Style Show 


M. M. McCain, of the Shoe Mart 
and a director of the N. S. R. A,, 
will attend the Boston Shoe and 
Leather Fair, July 6, 7 and 8. Also 
A. J. Pauly and Norman Roth, buyer 
and assistant of the shoe depart- 
ment of Stix, Baer and Fuller, will 
also make the trip. 


Pocketbooks for Shoe Store 


Hanan & Sons, St. Louis store, 
are showing an imported line of 
purses and pocketbooks in reptile 
and brocaded cloths. They are the 
first exclusive shoe store to intro- 
duce this innovation. Manager 
Maxted stated that the first show- 
ing was very encouraging and felt 
the department would prove profit- 
able after it had been further es- 
tablished. 
















erect 





Tea 






Dor gmrten See ree 
























Sr errr rer over eiaee wentee ane 
PW AME MRIS ches RY eA 






“sot oreesrmagnre ep 
PRN OR ELITE CME REIT 954 







SLES, 








Ure —- saararmacraretne sete git 
















BOOT AND SHOE RECORDER 


~ oe 
C ee 


ESIGNED to appeal to the woman whose sense of style demands 
chic simplicity rather than gaudiness.) POSTMAN craftsman- 

ship embodies the art of obtaining rich appearance and quality at pop- 

ular prices. 

We invite your inspection of our Fall line at the 


Y" HOTEL IMPERIAL 


FROM JULY 6 ON 
Ed Mosher will be in attendance 


\ J. M. POSTMAN 4 


Smart Flexible Mc” ~ys 
57-65 Hope St., Coast Representative: AL REILLY Brooklyn 








3 


“Postman Shoes of Character’ 
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Utility and Good Looks in 
SLIPPERMOX Sound Insurance 


Protection 


1876—“Fifty Years of Service”—1926 


a 


Our policies provide sound insurance 
protection—the only kind to buy no mat- 
ter what the cost—and our company has 
a reputation for prompt payment of hon- 


est losses. 
Saving of 30% 
in Cost 
Last year, many buyers delayed n or P ener ‘ 
ordering SLIPPERMOX until too i Oe eee ee 
A risks, efficient fire prevention service, and 
late. Take our tip, and get your economic management, we save our pol- 
orders in early for this sturdy, icy-holders 30% on insurance cost, which 
sensible slipper. comes back to them in dividends. 
Heavy Tan Elk Uppers, Un- This is the story we have for the 
lined. Flexible Oak Soles. shrewd business man. If your prop- 
DOE, BONE oc i evenscvns 2.35 , erty can qualify as a first-class physi- 
Men’s, 6-11 ....... Riiees 55 cal risk, let us tell you more about 
In Stock the quality and the cost of our policies. 


] he Central Manufacturers 


Insurance Company 
of Van Wert, Ohio. 














Boston Salesroom 72 Lincoln St., Room 33 Fire and Automobile Insurance for Select Risks 
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Clearance Sales in Full Swing 


New York shoe dealers, for the 
most part, have jumped into the sea 
of clearance sales, so that cut 
prices, rather than style, is the fea- 
ture of the moment. Even whites 
have been subjected to the price 
cutting knife, although as yet there 
has been little or no weather of the 
kind that would normally create 
white business. The price cuts, 
however, have been rather modest, 
and apply mainly to broken stocks, 
but they have been sufficient to 
bring out plenty of bargain hunters 
and business has been in a larger 
volume than at any time since the 
spring season started. 


Mid-Summer Showings 


Certain of the retailers here have 
adopted the idea of a real mid-sum- 
mer season and are showing shoes 
that are distinctly seasonable. The 
large majority, however, apparent- 
ly have failed to grasp the oppor- 
tunity to put over an extra season 
in footwear and have resigned 
themselves to a couple of months of 
dull business. 


More Black Shoes 


Stylewise, a growing tendency 
toward more black shoes, even sat- 
ins, and an increasing demand for 
shoes of the fancy oxford type, are 
the new features in the situation. 
New York shoe dealers are con- 
vinced that the coming fall season 
will see an unusual call for black 
footwear. They are talking patent 
leather, satin and ooze, of course, 
along with black kid. In connection 
with the latter, kid is conceded a 
higher place in the popularity scale 
for next season. 


Introduces New Decoration 


Curt Wolfelt, Inc., shoe manufac- 
turers, 599 Broadway, have intro- 
duced a decidedly new shoe decora- 
tion, upon which letters patent, No. 
115,718, have just been granted. 
The new decoration, which can be 
applied to almost any part of the 
shoe, is called “Rouler,” pronounced 
“Roulay,” and consists of small 
turned or twisted strips of leather 
cut right out of the shoe material. 
The strips are lined with contrast- 
ing colors, and an underlay under 
the twisting permits of another 
color. Altogether as high as four 


colors have been worked into the 
design, which also may be varied 
according to the number of twists 
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Nettleton shoes and Hickey Freeman clothes arranged in a window 
display to show the correct relationship between footwear and costume 


given the strips. The twisting is 
done by hand with tweezers and re- 
quires highly skilled help. Pastel 
shades in patent leather have been 
used most frequently in working 
out the color combinations, and pat- 
ent leather is the most used for the 
basic shoe material. : 


Other Materials 


In addition to patent leather, Mr. 
Wolfelt is using genuine reptiles, 
the new alligator or lizard velour 
leather in tan, gray and brown, 
black ooze and No. 3 brown kid in 
his new fall line. He also finds a 
good call for satins, in black, brown 
and the new golden blond kid, the 
latter in evening shoes. 


Dissolve Partnership 


Jacobs & Goldstein, retail shoe 
dealers at 332 Sixth Avenue, have 
dissolved partnership, and the busi- 
ness will hereafter be conducted by 
Julis Jacobs, under the firm name 
of the Jay Bootery at this address. 





PHILADELPHIA 








Shoes Stressed at Sesquicentennial 


Plans are shaping up which in- 
dicate that shoes will occupy a more 
prominent position in the Sesqui- 
centennial Exposition in Philadel- 
phia, than was deemed possible a 
short time ago. Plans have been re- 
vised and the shoe trade is now in- 
vited to participate in the Palace of 
Fashion which is being established 


in the Liberal Arts Building, the 
first structure inside the entrance 
gates to the big shoe ground. It 
will take some time to complete the 
installation of all exhibits, and the 
full force of the shoe display prob- 
ably will not be registered much 
before Aug. 1. ; 
John C. McKeon, president of the 
National Boot and Shce Manufac- 
turers’ Association, also is head of 
the Palace of Fashion at the Ses- 
quicentennial Exposition. 


Louis Mark Building Opened 


The Louis Marks Building, in the 
center of the grounds, erected 
by the Louis Mark company, shoe 
retailers of Philadelphia, and in 
which is a complete men’s shoe fac- 
tory in full operation, was dedi- 
cated on June 22 with appropriate 
ceremonies, in which more than 
1000 persons participated. Mayor 
Kendrick, of Philadelphia, pulled 
the switch which turned on the 
lights and power in the building. 
The machinery for the making of 
shoes in this plant came from the 
United Shoe Machinery Corpora- 
tion, and the upper leather for the 
shoes from the Barnet Leather Com- 
pany, Inc. The Gotham Silk Hosiery 
Company also will have an interest- 
ing exhibit in this building. When 
the shoe plant is in full operation, 
between 200 and 300 pairs of men’s 
high grade shoes will be turned out 
daily and sold directly to visitors. 
Special fitting rooms have been 
provided for the retail sale of these 
shoes, and another room has. been 
fitted up for the entertainment of 
visiting shoe men. 
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Ac Amentcan Interlocking Shoe Store Chairs 





Shoe Department Plymouth Clothing Co., St. Joseph, Missourj 


30% More Seating Capacity 
with Modern Shoe Store Chairs 


the leg of an old-fashioned chair. And these 
are the facts: Where 20 old-fashioned chairs 
fill the space to the left —26 American 
Interlocking Shoe Store Chairs fill the same 
area to the right. 30% more seating capacity 
—room to handle 30% more customers, with 
American Interlocking Shoe Store Chairs. 


ROGRESSIVE shoe merchants will 

find a vital fact illustrated in the shoe 
department of the Plymouth Clothing Co., 
St. Joseph, Mo. Please note that the right 
side of the photograph pictures American 
Interlocking Shoe Store Chairs. On the 
left, just behind the radiator, you will see 


And More! 


There are other advantages in the 
use of this modern shoe store equip- 
ment. Advantages which mean to you 
a finer store—a better grade of cus- 
tomer—a prestige that always comes 
to progressive, prosperous -looking 
stores, For American Interlocking 
Shoe Store Chairs are more comfort- 
able for customers—and infinitely 
more attractive. 











® 


These great 
features 


Greater seating capacity— 


chairs interlock. 


Greater comfort for your 


customers. 
Greater durability — these 

chairs are guaranteed 

against breakage. 

reater economy in cost. 

15 years of experience to 

serve and assist you. 








Illustrating 
No. 4001 
§-ply built-up back. 
Chaoneied "weed 
panels from solid 
me, b Ae 42 

unds. Mahogany 
tnd Walnutfinish. 
Also white stock 
finished, anycolor, 
upholstered to 
order. 


Free Booklet 


For 16 years we have madea specialty 
of Shoe Store Chairs. Have equipped 
leadingstores from coast to coast. Our 
designers and draftsmen will suggest 
free of charge, and with no obligation 
on your part,an arrangement of chairs 
most suitable for your specific require- 
ment. Write us about this service— 
and ask for our free illustrated book- 
let “The Shoe Store Beautiful.” 





_ American Seating Company 
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Oxfords Played Up in Women’s 
Sample Lines for Fall 





om | 


New Patterns Prepared 


Last minute news is that many 
surprise styles will be revealed in 
Boston market in July. These are 
classed as styles “not known until 
shown.” Each maker has a surprise 
with which to thrill his customers. 
Oxfords, pumps and step-ins and a 
few anklets make up the main pat- 
terns in Lynn sample lines. 

Lasts show a bit more width on 
toes of shoes for street, sport and 
semi-dress wear; also, finer shaping 
of side walls, shanks and counters. 
Heels are 14/8 and 18/8 high for 
volume, and. up .to 22/8 high on 
dress models and down to 10/8 low 
on some street and sport models. 

Reptiles continue, with some new 
grains coming for fall. High lustre 
grains are featured in some sample 
lines. Blacks, of patent, satin, vel- 
vet and calf or kid have shown some 
gains lately. A new and vigorous 
development of colors and combi- 
nations of colors is expected when 





buyers come to market. Tan shades . 


are strong. Brown suedes and black 
suedes are expected to come along. 
Shoes of blue, with reptile trims, are 
among the fall samples’. that are 
different. 


Three Styles a Day 


Three styles a day, or shoes for 
morning, afternoon and evening 
wear are not uncommon. Besides, 
there are shoes for the occasions, 
which are many and varied during 
each day. Some women keep six 
pairs of shoes in action; others a 
dozen pairs or more, and no two 
pairs alike in style. 

With such a custom prevailing, 
Lynn shoes are necessarily of vari- 
ety without end. 


More Dress Shoes 


Lynn makers expect to produce 
more dress shoes for the coming 
fall and winter than in any former 
season. Women in steadily increas- 
ing numbers enjoy social occasions, 
and require shoes “for the occa- 
sion.” 

New dress shoes will be elaborate 
in colors and lines. Paisley, metal 


brocades and gold and_ silver 
cloths, and fascinating reptile 
grains will be used. Trimmings will 
be resplendent. An exception is 
made for dress shoes of rich sim- 
plicity. 
Gold Lined Cartons 

Cartons lined with gold, for the 
packing of dancing slippers of gold, 
likewise cartons lined with silver, 
are among the new products of 
Hoague-Sprague Corporation , of 
Lynn. 

This firm will also produce car- 
tons lined with colors to match the 
colors of shoes packed in them. 


A Fourth Anniversary 


Vaughan-Towle Co. marked its 
fourth anniversary on June 23. The 
four years have been a period of 
steady progress in shoe manufac- 
turing and merchandising. 

The background of the firm cov- 
ers a period of forty years. H. L. 





Shoes Are Worn Too Long 


Many a man who would not 
be seen with a flat tire on his 
car walks around with “flat” 
shoes on his feet, the shoes 
being worn out of shape, as 
well as out of service. It’s all 
wrong, and to fight the wrong 
every retail merchant has got 
to work to keep burning the 
light of shoe consciousness. 





Vaughan has sold shoes on the road 
for forty years. W. L. Vaughan has 
made and sold shoes for twenty 
years and more. Mr. Towle has 
made shoes in Lynn for many years. 
Mr. Pike was with the H. K. Gar- 
diner Co. and its predecessor Trev- 
ett & Berry, who flourished a quar- 
ter of a century ago. 


Woven Leather 


Long strips of woven leather are 
among the new materials for shoes 
from H. S. & M. W. Snyder. Each 
strand is scarcely as wide as a shoe 
lace, and is of a different tone of 
color from those contiguous to it. 
The material is woven by hand, and 
the weaver builds up his color de- 
signs according to his eye for color 
harmonies. 


Winslows Home 


Herbert H. Winslow and Edward 
M. Winslow of the Benz Kid Co. are 
back in Lynn after a visit to Sir 
Percy Daniels, the leather merchant 
of London. The Benz Kid Co. is a 
large exporter of fine kid leather. 


Long Wearing Leather 


Widen & Lord are making, in 
their big tannery in Danvers, near 
Lynn, a line of strong supple leath- 
er, in black and colors. C. D. Kep- 
ner & Co. of Boston, selling agents 
for the leather, guarantee it to out- 
wear two pairs of shoes. For a 
warranty, they supply a tag, which 
serves as a token that the shoes 
are made of their leather. 


Making More Welts 


Lynn is making more welt shoes, 
and producers of them report pros- 
pects for further gains. The new 
welts, in the main, are lighter and 
more dressy than are the welts with 
which most buyers are familiar. 
Also, they are of the smartest 
leathers. 


Twenty-two Styles in Counters 


Most likely, few fitting clerks 
realize that there is more style and 
quality in counters of shoes that 
they handle. 

For instance, one North Shore 
firm now produces 22 different 
styles in counters for a regular run, 
and a number of specialties besides. 
This is seven times as many styles 
in counters as this firm made before 
the war, with one more style added 
for good measure. 

One of the chief improvements in 
counters is that of skiving their 
edges to a fine feather, so that the 
lines of counters may not bulge out 
on quarters of shoes. 


BROOKLYN 





Production Normal 


With the settlement of the strike 
in Brooklyn, normal operations have 
been resumed in most of the fac- 
tories and a few are now even oper- 
ating at capacity. Advance fall 
orders have been satisfactory, in 
most cases, and, in the main, larger 
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eAn Announcement of Singular Interest! 


UR Mr. Morris Weiner has just 
r4 returned from an extended trip 
among the principal fashion centers of 
Europe, and has brought with him an 
exquisite collection of new ideas in high 
style footwear. An initial showing is 
now being held in our New York Show- 
room—442 Marbridge Building. A 
cordial invitation is extended you to 
view this interesting exhibit. 
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Mutual Shoe Company 


235 POWELL STREET z=: te: te: BROOKLYN, N. Y. 
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AAA SHOE TREES GROPING IN THE DARK 


SELF-ADJUSTING to shoes of any width and : ee 
length, any heighth of heel, any leather or Time was when the purchase of advertising space was 
fabric. a “blind groping in the dark.” Advertisers had no 

means of checking a publisher’s statement of circulation 
£3 Only 2 sizes for Men and 2 sizes and often these figures were unreliable. 
~ f° for Women. In six years the Audit Bureau of Circulation has 

i solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
mony iat te dase on ebvertions suse, The darkness 
1 
! 
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s led and the bright light of verified facts takes 
its c Space buyers no longer find it necessary to 
grope in the 

There are no dark spots in the Boot and Shoe Recorder 


circulati Our ds i : 
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than those placed at this time last 
year. Brooklyn feels that she has 
some advantage in the present situ- 
ation due to the fact that the basic 
materials for fall, such as patent 
leather and ooze, are lower in price 
than the materials that have been 
used throughout the spring season. 
This will enable many of the high- 
grade Brooklyn makers to put out 
shoes at slightly lower base prices, 
and is expected to result in a larger 
volume of business for Brooklyn in 
general. 


New Samples Shown 


New fall samples as produced in 
Brooklyn so far are mainly along 
the lines of oxford, step-in and 
strapped models. Straps are wider 
and the designs are more filled in. 
Neater and more simple patterns 
seem to be coming in. Even in the 
fancy oxfords cutouts are less seen 
than the filled-in types. Where cut- 
outs are used they are so made as 
to accentuate the line of the shoe, 
rather than to provide an extra dec- 
oration. 


More In-Stock Shoes 


The present system of buying on 
the part of retailers has led to the 
building up of larger in-stock de- 
partments in Brooklyn and the es- 
tablishment of some in-stock depart- 
ments by concerns that formerly 
carried no stock shoes. The I. 
Miller & Sons stock department has 
been greatly enlarged and a wider 
variety of in-stock numbers are car- 
ried than ever before. At present 
they have eight or ten numbers in 
stock, in genuine alligator and rep- 
tile, in addition to fancy whites, 
raffia and panama shoes, and the 
usual staple numbers in other ma- 
terials. Incidentally the Miller fac- 
tory is now operating at capacity. 


Lattemann Stock Dept. Busy 


Another in-stock department that 
is quite busy is that of the John J. 
Lattemann Shoe Manufacturing 
Company, where a large number 
of models, already approved by the 
firm’s best customers, have been 
stocked. This department is show- 
ing unusual activity at present, and 
plans are being made to improve it 
steadily. 


Kirschner Goes with London 


William N. Kirschner, for some 
years sales and advertising man- 
ager for Rosenwasser Brothers, 
Long Island City, resigned, effec- 
tive July 1, and is now in a similar 
position with the London Shoe Com- 
pany, with headquarters at 288 
Fourth Avenue, New York. About 
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the beginning of this year Mr. 
Kirschner was made president of 
the Kirschner-Rosenwasser Com- 
pany, one of the sbsidiaries of Ros- 
enwasser Brothers. 


| CINCINNATI > 


Fall Trade Opens 


Wholesale trade in the Cincinnati 
shoe district has been moving along 
in an even manner and a good vol- 
ume of business has and is being 
done. The type of footwear being 
sold has not changed much if any. 
Work on fall business is now being 
done. Most of the factories now 
have their men out on the road, or 
will send them out soon. 


More Welts Bought 


At the Krippendorf, Dittmann 
factory they are receiving ‘more 
orders for welts than previously. 
Orders which have been coming in 
at this place have been satisfactory 
and indicate an inclination for early 
fall buying. Business on the whole 
has been very satisfactory and the 
salesmen have been out for about 
a week. 


Sullivan Co. Makes Progress 


The Sullivan Shoe Co. is making 
progress since the re-organization 
of the company. The new force is 
engaged and the men will be out 
on the road as soon as samples are 
made up. The salesmen will carry 
a general line of welts and McKays. 


Buy Out Auer Interest 


The Stern interest in the Stern, 
Auer Company have bought out the 
Auer interest and the company will 
be continued under the same name 
with Jacob Smith, Joseph Stern and 
Alvin Sollinger taking an active 
part in the concern. Emanuel Auer, 
former buyer and superintendent 
of the factory, will take a three 
months’ vacation in California, and 
upon his return to Cincinnati, prob- 
ably will reenter the shoe business. 
The Stern, Auer Company was 
founded in 1884 by Israel Auer, 
who retired in 1921. 


To Increase Production 


Plans for increasing production 
materially are being made at the 
United States Shoe Company, in all 
plants. Sales are showing a decided 
increase at present and production 
soon will be the largest ever re- 
corded in the history of the com- 
pany. 
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| MILWAUKEE | 


| Wholesaie Business Brisk 


“We are making more shoes than 
at this time last year,” states H. A. 
Unke, of Harsh & Chapline Shoe 
Company. “Our increased produc- 
tion commenced a month ago, 
which is fully as early as last year, 
and our plans include further in- 
creases in production which will 
bring our level up above that of 
last year.” 

Men on the road for this firm 
since April 1 will be in shortly to 
take out new lines of fall samples, 
Mr. Unke explains, and that de- 
mand will center on grained leath- 
er is his opinion of fancy business. 
“Shark and Scotch and _ other 
leathers giving embossed effect 
are expected to be very good.” 

This firm will feature an extra 
heavy soled oxford, half double— 
from tip to shank—with heavy fit- 
tings which will lead the oxford 
line, it is believed. Open work and 
perforations in general are expect- 
ed to give way to stitching, from 
present indications. 

Good business but fall orders 
later than last year are reported 
by F. M. Welnick, of the B. B. Shoe 
Company. Retailers are buying 
more conservatively than ever be- 
fore, Mr. Welnick says. The bulk 
of this firm’s present activity is 
centered on blond shoes but pat- 
ents and other medium shades are 
expected to call for greater atten- 
tion as the season progresses. 


New Leather Company Formed 


Incorporation papers have been 
filed by the Rapco Leather Com- 
pany, Milwaukee, for the purpose 
of future operation of a tannery 
for the tanning and manufacture 
of leather and generally dealing in 
hides and leather. Those named 
in the papers are Wolf Armour, 
Max Cohn and Jerome R. Lauer. 
Two hundred fifty shares at $100 
each have been issued. 


Leaves Teeple Shoe Co. 


Paul Moldenhauer, connected 
with the Teeple Shoe Company, 
Waupun, Wis., for the past two 
years, has assumed management of 
the Waupun store of the Bodga 
Farm Products Company. 


Enters Export Field 


In line with its present policy of 
expansion, the Menzies Shoe Com- 
pany of Fond du Lac, Wis., has 
completed arrangements for the 





sale of Menz “Ease” and American 
Boy shoes in 12 Latin-American 
countries. These are Ecuador, Co- 
lombia, Venezuela, Guatemala, Pan- 
ama, San Salvador, Honduras, Nicar- 
agua, Peru and all of the West In- 
dian Islands. 

The Menzies Shoe Company is at 
present shipping mail orders to a 
great many of these as well as 
other foreign countries and have 
salesmen covering the whole of 
Mexico in addition to the United 
States. 





| HAVERHILL | 











Straps, Oxfords and Pumps for Fall 


Straps, oxfords and pumps in the 
order named are picked for fall 
wear by local shoe men who are 
now engaged in sampling the new 
shoes. Patent leads in materials, 
with velvets coming into increasing 
use. The use of fancy calf, em- 
bossed leathers continues general. 
The straps are predicted to hold 
forward place, because of their 
fine fitting qualities and variety of 
pattern. The panel oxfords will 
feature the lace oxford line. The 
panel effects replace the applique 
creations of a year ago. Paneling 
on both the vamp and quarter is 
common. Many of the new shoes 
will be introduced at the Boston 
style show, July 6, 7 and 8. 


Ornament Factory Busy 


The Reynolds Company, Provi- 
dence, R. I., makers of Reyco shoe 
ornaments, are busy at the branch 
factory recently established here 
at 54 Washington Street. The lo- 
cal branch is serving the shoe trade 
of Eastern Massachusetts and 
Southern New Hampshire. A wide 
variety of adornments from leather 
are being made in the local fac- 
tory. 

New Shoe Firm 

The Colbuck Shoe Co., Inc., 7 
Saunders Place, is the latest addi- 
tion to the Haverhill industry. The 
firm is engaged in the production 
of children’s, misses’ and women’s 
McKay shoes, and has a daily out- 
put of 900 pairs. The members of 
the firm are Nicholas Colman, pres- 


ident; Christus Copanas, vice- 
president; Jacob 8B. Buckoltz, 
treasurer. 

Working Overtime 


Overtime permits continue to be 
demanded by several local shoe 
firms, despite the far advance of 
the season. The Shoe Board the 
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past week granted seven permits 
for Saturday work, with indication 
that the demand will be repeated 
into July. Among the firms are the 
Greenstein Shoe Co., M. T. Orn- 
steen Shoe Co., Hartman Shoe Co., 
F. B. Heath Co., Modern Shoe Co., 
and several others. Overtime privi- 
leges are largely restricted to the 
finishing and packing departments. 


Souvenir Directory 


The Haverhill Shoe Manufactur- 
ers’ Association as a part of its 
style show publicity is getting out 
a directory of all the shoe and al- 
lied firms which will be represent- 
ed in the Boston market during the 
July style show. The souvenir di- 
rectory will enable the visiting 
buyers to locate the Haverhill 
lines, not only at the show, but in 
the Boston hotels, sales offices, = 
at the factory if desired. 
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Simple Patterns to Prevail 


Simplicity will be a notable key- 
note in the samples to be shown to 
the early fall trade by Brockton and 
district shoe manufacturers partic- 
ularly as regards men’s styles. De- 
signs which for the most part now 
are completed for showing at the 
coming Boston style exhibit are 
conservative in makeup and of ex- 
cellent material and fine workman- 
ship. There are no extremes, even 
in the women’s samples since Old 
Colony district shoe men are now 
engaged in selling their product 
strictly on its merit rather than on 
looks. 

Sounding the sentiment of most 
of them a Rockland manufacturer 
said this week: “Samples for early 
fall will be conservative but they 
combine deep thought in the prop- 
er selection of leather in combina- 
tions, excellent workmanship and 
good stock. The time is past when 
we can sell the shoes made in this 
district by putting out freak lasts, 
extreme frills that do not make for 
long life of a shoe and all sorts of 
styles. By putting all our planning 
into service and comfort we have 
found that we have been most suc- 
cessful. The saner methods in 
shoemaking have proved fruitful. 
We are convinced there is good de- 
mand for such a shoe.” 

Salesmen who have lingered in 
their territories to get every last 
bit of business gradually are trick- 
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ling back, and the Boston style 
show will find many of them on 
hand to meet their trade. Late 
comers report good demand for 
summer shoes just now, with sports 
having a fine run, particularly 
whites and bucks made up in rub- 
ber soles. The past week’s muggy 
weather has had the effect of stim- 
ulating to quite an extent the in- 
stock business. 


Start Fall Runs 


The past week has seen several 
of the factories off to what prom- 
ise to be busy fall runs. The 
Emerson Shoe Co. of Rockland has 
begun its new run under the di- 
rection of its new triumvirate of 
leaders, Fred Drake in charge of 
factory management, Harry Litch- 
field handling the office end of the 
business, and Charles Brandman, 
formerly with E. T. Wright, featur- 
ing the style work. The factory 
starts with good production to be 
worked up gradually to what is 
hoped will be capacity production 
within two or three weeks. 

Another Old Colony district plant 
that is doing a good volume of busi- 
ness is the E. T. Wright Co. plant 
in Rockland. The factory now is 
operating at 2000 pairs a day ca- 
pacity and has yet to stop to take 
its spring stock taking. Officials of 
the company say there are fine pros- 
pects for a good business for many 
weeks to come. 

Conrad Shoe Co. of Brockton is 
operating to full capacity of 160 
dozen a day, with the operatives 
working the full five and one-half 
days. Indications now are that that 
production will be continued for 
some weeks. The W. L. Douglas 
Shoe Co. is now in the midst of 
stock taking, and the period is ex- 
pected to keep most departments 
idle for approximately a fortnight. 

The Rice & Hutchins Co. of 
Rockland has started on the new 
trade production and prospects are 
for a fairly busy season until early 
fall. Regal Shoe Co. of Whitman 
and the J. E. French Shoe Co. of 
Rockland are quite busy. 


Sabine Resigns 


C. Arthur Sabine of this city has 
resigned his position as salesman- 
ager of the Whitman & Keith Shoe 
Co. and has accepted a post as di- 
rector of sales for the men’s factory 
of the Craddock-Terry Co. of 
Lynchburg, Va., claiming to be the 
fourth largest shoe factory in the 
country. Mr. Sabine was for many 
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Correction 


In the advertisement of 
Darbrook shoe satins and fab- 
rics in the June 26 issue of 
the Boot and Shoe Recorder, 
the Boston address of the 
shoe material department of 
Schwarzenbach, Huber & 
Company was incorrectly 
printed as 90 Chauncey Street. 
This is the address of the 
company’s regular fabric de- 
partment. Darbrook shoe 
satins and their shoe fabrics 
are handled by T. F. Leary at 
10 High Street, Boston, Room 
506. 








years with the Charles A. Eaton 
Co. of Boston, and more recently 
with the Marion Shoe Co. of Mar- 
ion, Ind., before its change in own- 
ership brought him back to Brock- 
ton. 


George McCormack Dead 


George E. McCormack, for more 
than thirty years connected with 
the United Shoe Machinery Corp., 
and for nearly twenty-six years a 
salesman, died last week at his 
home in East Bridgewater, aged 69 
years. 


More in Exposition 


As the time nears for the oven- 
ing of the Boston shoe style show 
a canvas of the Old Colony district 
shows a total of thirty-five shoe 
manufacturers and findings con- 
cerns entering exhibits or reserv- 
ing booths. This is an increase of 
nearly 40 per cent over the num- 
ber participating last year. Some 
rare novelties are promised and 
some capable models have been ob- 
tained to show them. 


Personnel Changes 


One of the most sweeping shifts 
in cutting room executives in 
many years has been effected dur- 
ing the past week by which new 
faces will be seen in three facto- 
ries. George Kelley has been ad- 
vanced to foreman of the cutters 
at the Emerson Shoe Co. of Rock- 
land. William Hazelton, formerly 
with the Emerson Shoe Co. has 
gone to the W. L. Douglas Shoe Co. 
Leon Kittridge has become foreman 
of the cutting room of the Common- 
wealth Shoe & Leather Co. of Whit- 
man. ’ 


July 3, 1926 


Colored Leathers Bring a 
Polish Problem 


Every progressive step in human 
affairs creates new needs. There’s 
plenty of evidence of this about us. 
What concerns the shoe merchant 
most at the moment, is to know how 
the rapidly multiplying colors of 
leathers, used alone or in combina- 
tions, are to be maintained in at- 
tractive condition when worked up 
into shoes. 

Some of the newer leather shades 
are extremely delicate in tint, sen- 
sitive,to dressing not carfully com- 
pounded, and are often altered en- 
tirely in color value by the reaction 
of polishing preparations on the 
unfreed chemicals carried in leath- 
ers from tanning baths. 

It is a science to make shoe pol- 
ish today. The era of lamp black 
and molasses with a little vinegar 
and a generous quantity of saliva 
on a brush, has passed. 

We gather the information from 
a visit to the factory of Whittemore 
Brothers of Cambridge, Mass., that 
endless tests are made before a 
shoe polish is proven safe for gen- 
eral use on the leathers of today. 
One of the leading leather firms in 
the United States had their chem- 
ical research department make va- 
ried observations of the reaction of 
different shoe polishes on leather, 
to determine if it were possible to 
produce one of all round depend- 
ability. Bostonian Cream received 
highest endorsement. 

Originally produced for tan or 
black leathers, the fundamental for- 
mula has been so altered that what- 
ever the shade or color of leather 
that is to be redressed, there’s a 
Bostonian Cream to properly do the 
work. 


Frank B. Noble Dead 


GOSHEN, IND.—Frank B. Noble, 
of the Noble Shoe Company, this 
city, one of the leading young busi- 
ness men of the community, died 
here recently at the age of 44 years. 
After graduating from school he en- 
tered the employ of the Postal Tele- 
graph Company, being stationed at 
South Bend for several years. About 
twenty years ago he returned to his 
old home and entered the retail shoe 
business in partnership with Rolland 
M. Himebaugh. Mr. Himebaugh 
later disposed of his interest and 
Roy B. Miller entered the firm. He, 
too, sold out to Mr. Noble. His wife 
died about a year ago and he is sur- 
vived by two children, Charles and 
Margaret. 
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Leo Noon 


Leo Noon on Trip to 
Europe 


Leo Noon, one of the star sales- 
men for the Halpern-Navison Shoe 
Co., of 52 Lincoln Street, Boston, 
left July 1 for a thirty-day tour of 
Germany and France. Most of his 
time will be spent in Berlin and 
Paris, where he expects to make a 
thorough study of style tendencies. 
Mr. Noon makes his headquarters 
in Pittsburgh, Pa., and covers west- 
ern Pennsylvania and eastern Ohio. 
His real home, however, is Boston. 


J. J. Baird Guest of 
Pittsburgh Merchants 


PITTSBURGH—John J. Baird, presi- 
dent of the N. S. R. A. was the guest 
of honor at the June meeting of the 
Pittsburgh Shoe Retailers’ Associa- 
tion, held in the Fort Pitt Hotel. A 
feature of the meeting was a testi- 
monial poem, dedicated to Mr. Baird 
and read by its author, G. W. Lude- 
buehl. President Louis Beigel opened 
the meeting and H. W. Ritter acted 
as toastmaster. 

Addresses were made by Walter 
Rosenbaum and by Mr. Baird, the 
former dealing with the general sub- 
ject of “Responsibility” and Mr. 
Baird talking on the good work 
which has been done and is being 
done through association activities. 
Professional entertainers gave im- 
personations. 


Kelley Shows at Adams House 


Boston.—Leon E. Kelley will 
show the line of the J. P. Shoe Co., 
Chicago, at the Adams House, Bos- 
ton, during Shoe and Leather Fair 
Week, July 4-10. 
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A. M. Creighton Abroad 
The Trade’s Greatest Traveler Sails 


Lynn’s most prominent shoe man- 
ufacturer and financier, Albert M. 
Creighton, is off again to cover con- 
tinental Europe and to penetrate as 
far as possible into Soviet Russia. 
His journey is entirely for pleasure 
and is made in the company of his 
two daughters. 

About a year ago Mr. and Mrs. 
Creighton traveled darkest Africa 
and returned with many trophies of 
the hunt, including a live tiger cub, 
which was later presented to the 
Boston zoo. 

Mr. Creighton is president of the 
A. M. Creighton Co. and a director 
of many businesses, including the 
Shawmut National Bank, Federal 
National Bank of Lynn, the Boston 
Woven Hose & Rubber Company and 
the Lynn Gas and Electric Com- 
pany. 

Before he sailed he reported his 
shoe business to be in wonderful 
condition. More orders are on the 
books of the A. M. Creighton Co. 
for the fall season than before re- 
corded at this time of the year. The 
factory organization looks forward 
to a record volume of business for 
fall. 


Employees Honor Head of 


Wohl Shoe Co. 
Sr. Louis—About fifty employees 


‘of the Wohl Shoe Co., St. Louis, 


members of the chain stores, whole- 
sale division, the home office force 
and traveling representatives, as- 
sembled at the home of David P. 
Wohl, Monday evening, June 14, and 
presented Mr. and Mrs. Wohl with a 
solid silver water pitcher. This me- 
mento of their esteem was accom- 
panied by congratulations upon the 
removal of Mr. and Mrs. Wohl to 
their new home, which has just re- 
cently been completed. 


New Grain Leather Pattern 


Boston.—John Greenberg, head 
of the Boston store of Carl E. 
Schmidt and Company of Detroit, 
reports very free sampling of their 
new grain leather known as Stroller 
Grain—not to be confused, how- 
ever, with the new fall color named 
Stroller Tan. This is a small grain 
pattern, somewhat smaller, in fact, 
than the grain usually known as 
Scotch grain, from which, also, it 
differs in having a two-tone effect 
such as might be achieved by em- 
bossing a light tan leather and then 
topping it with a darker tan or 
brown. 








Send tea 
tet at ‘premtabie 
styles carried in stock. 








DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 











“ELAM” 
Flexible Turn Shoes 
Fer the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 


Beston Office, 183 Essex Street 
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WILL BUILD A BIGGER. 
AND MORE DEPENDABLE 
CHILDREN’S BUSINESS 
Write for Agency Plan 
Dr A Posner, SHOES, inc. 9° “EEE EROA*RRRCa rere Om 








ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe C. and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Liberty 8673 











Do You Know? 


That you can oy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in m g immediate needs. 
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insertion 
POSITIONS WANTED 
LINES WANTED 
ALL OTHERS 
ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise will be put over to the following week’s issue. 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 











INDIANA 
SALESMAN WANTED 


High Calibre salesman with car to 
represent Middle West manufacturer 
of Ladies’ Snappy McKay Novelties. 
Line retails at $5.00 and $6.00. Car- 
ried in stock. Will make weekly ad- 
vance and turn over large established 
business to producer. Give all de- 
tails and references in first letter. Re- 
plies strictly confidential. 

Address C-211, care Boot and Shoe 
Recorder, 189 W. Madison Street, 
Chicago, Ill. 


SALESMEN WANTED 


with established territory to sell 
complete line ladies’ medium 
priced snappy novelties. Carried 
in stock. Strictly commission 
basis. Liberal terms. Must be 
a producer. States open—Ken- 
tucky, W. Virginia, Illinois, Neva- 
da, Arizona, New Mexico, Utah, 
North and South Dakota, Minne- 
sota, Iowa, Georgia. 
Sader C-158, care Boot and 
207 


Recorder Pub. Co., 
South St., Boston, Mass. 








Experienced Work Shoe Salesman 

Michigan Open. Established business. 

Splendid Opportunity for High Grade 

Salesman. 

STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 








SALESMEN WANTED 


é. ae of women’s rt welts 
openings for a few h grade 
presentatives. Only those with success- 
rp record desired. Write giving full = 
sega and territory desired. ll 
Rie treated confidential. 
170, care Boot and Shoe Re- 
corder, 207 South Street, Boston, 
ass. 











Wante fen gy to oar, a manufacturer’s 

of a aed aw McKay Novelties 
dan" exclusively or connection with other 
non-competing line. State line carried at_pres- 
ent if any and give Address C146, 
care Boot and Shoe Recorder, 207 South St., 


Boston, Mass. 








Salesmen for Three Territories 


Live factory making A-1 Misses’, Chil- 
dren's and Infants’ Shoes, with SPOCK 
DEPARTMENT, wants salesmen for the 
following territories: Pacific Coast; 
Middle West; the Southeast. Good com- 
missions promptly paid. Men selling 
women’s shoes preferred. Address C-187, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


Several Choice Territories 
Open 


Milwaukee Work Shoes. Splendid Op- 

portunity for High Grade Shoe Sales- 

man, 

STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 

















SALESMEN | WANTED—Real_ producers in 
the following territories: Western Oregon 
and Washington, Montana, Eastern Washington 
and Idaho, Utah and Colorado, North and 
South Dakota, Arkansas _and Louisiana. _IIli- 
nois, Indiana, Ohio, Eastern Pennsylvania, 
Kentucky and Western Tennessee. We are 
manufacturers of one of the oldest lines of 
work shoes, dress oxfords and dress shoes. 
real QUALITY line. _ Big commissions paid 
to the right man. Established territory. Only 
live wires need apply. Address C-181, care 
Boot and Shoe Renee er, 189 W. Madison St, 
Chicago, Ill. 





A SIDE LINE salesman wanted. to carry a 
good paying commission line for —— 
and fall business. State what line now 

ing in first letter. Address C-169, care “Bost 
and Shoe Recorder, 189 W. Madison Street, 
Chicago, IIl. 





SALESMAN WANTED—Man to cover Mid- 
dle West with a line of children’s stitch- 
down shoes for established manufacturer. 
department stores and 
commission basis. Must be 

; 


dress and Sh 
9th Floor, 239 W. 39th St., New York, N. 





eS. wire salesman with — 
ished trade to represent us on a ly 
Arkansas, In- 


UNUSUAL OPPORTUNITY FOR 
SALESMEN 


Nationally known manufacturer of general 
line All Leather Shoes has territories avail- 
able for strong salesmen with satisfactory 
shoe selling experience in following States: 
West Virginia, Ohio, Michigan, Maryland. 
Give last 5 years’ experience—exact territo- 
ries covered—age. All information confiden- 
tial. Address C-210, care Boot and 
Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











WANTED—Salesmen to carry side line of 
strongest specialty men’s and boys’ shoe 
proposition in America today. Old established 
firm of highest reputation requires services of 
twenty men at once. Shoes in stock—deliv- 
eries prompt and accurate. Address C-174, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTED—Side line Salesmen to carry our 
line of Stitchdown Boots, Oxfords and 
Sandals in the following territories: Western 
Pennsylvania, Ohio, West Virginia, Illinois, 
Michigan, Alabama and Tennessee. One tray 
fifty samples. Deliveries made from _ floor 
stocks. Address C-183, care Boot and Shoe 
Recorder, 207. South St., Boston, Mass. 





SALESMEN for jobbers’ general line to cover 
New York, New Jersey and Connecticut 
territory. Address C-194, care Boot and Shoe 
Recorder, 9th Floor, 239 W. 39th St., New 
York, N. Y. 





SALESMAN for Virginia—Travel by auto. 
Stitchdowns, McKays, Leggings. State ter- 
ritory you are covering. Sagweows, Shoe & 
Legging Company, Hagerstown, Maryland. 





WANTED—Several men for following States: 
Texas, Oklahoma, Ark T 
Kentucky, Travel by automobile. State where 
you live and territory now covering. McKays, 
Stitchdowns, Leggin Hagerstown Shoe & 
Legging Company, Hagerstown, Md. 





OPPORTUNITY for twenty-five live wire 
salesmen to sell on commission a nationally 
known non-competitive line of Men's Slippers. 
References required. Territories available. 
—_ North and South Carolina, Virginia 

est bg Pe t+ oe and Delaware, 


New York City, Oh Iowa, Arkan- 
> 





ALESMAN Wanted to represent New Eng- 

land Manufacturer of Men’s turn slippers 
and women’s turn shoes. Want a man who 
has travelled Colorado, Kansas, Nebraska, 
Missouri, except St. Louis, and can get busi- 
ness. Address giving References, C-198, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





W ANTED—SIDE LINE MEN. Parts of 
New England, New York, Pennsylvania 
and the South open for men agp | terri- 
tories intensively, calling: on better grade shoe 
and department stores, to sell a high grade 
line of house slippers as a side line. Write 
full particulars as to territory covered, lines 
carried, etc. Address C-199, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 
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SALESMEN WANTED 


FOR RENT 


FOR RENT 





SALESMAN WANTED—To sell Hand Made 
Ballet Slippers—professional box-toe and 
soft-toe ballets. All territories open. Write, 
M. Lapidus, 26 Bleecker St., New York, 
N. Y. Att. Stollak, 


SALESMAN to carry as side line nationally 
known, popular-priced soft and hard toe bal- 
lets and Turn boudoirs in leather and satin. 
Stock proposition. Three samples or more. 
Address C-200, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


ALESMEN WANTED to sell side line all 

leather first steps 1/5 and_ stitchdowns 
2/11; soveny. apie: -priced quality shoes, all 
in stock, cent commission. IZE 
SHC COMPANY. 420 St. Paul St., Roches- 
ter, 


ALESMEN—To carry six styles of ladies’ 

full fashioned and mock-seam hose, chiffons 
and silks. Must have following amongst the 
better stores. Commissions, references. Ad- 
dress C-202, care Boot and d Shoe Recorder, 207 
South “St., Boston, Mass. 


WANTED—Wide awake salesmen with estab- 
lished trade to sell our line of boys’, girls’ 
women’s and children’s popular-priced McKays 

and Flexible Welts in Kentucky, Tennessee, 
pmo “7 Iowa, Missouri, Southern Illinois, 
Kansas, Nebraska, Montana, Idaho, Wyoming, 
Colorado, Utah, Nevada, New Mexico, Arizona, 
Oregon and Washington. A manufacturer’s 
in-stock proposition that goes big here in the 
East. Liberal commission. Non-conflicting 
side line or whole time. Give full information 
as to qualifications and experience in your 
first letter. Lines now ready. A. W. Smith 
Shoe Company, 111 Beach St., Boston, Mass. 


WANTED SALESMAN—For Pennsylvania 
and New Jersey to sell a good line of 
Boys’, Youths’, Gent’s, Misses’, Child’s, Shoes 
and Pumps. ‘Also Women’s Felt Line. Can 
carry as a side line. Goods shipped from 
Philadelphia. Address C-203, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ALESMAN wanted for Nebraska, North 

and South Dakota and Minnesota except 
Duluth and Iron Range, to carry our lines of 
Ye Olde Tyme Comfort and Sally Sweet Turns, 
also novelty McKays. This is a splendid oppor- 
tunity for the right man. Do not apply unless 
you have had actual experience in_ selling 
this territory. Address MacLaughlin-Sweet, 
Inc., Auburn, Maine. 


SALESMAN for West Virginia. 1 
auto. Stitchdowns, McKays, Leggings. 
State territory you are covering. Hagerstown 
ao § & Legging Company, Hagerstown, Mary- 
and. 


ANTED—Live wire salesman with estab- 

lished trade to represent us on a strictly 
commission basis in Alabama, Arkansas, In- 
diana, Iowa, Kansas, Kentucky, Louisiana, 
Illinois, Mississippi, North and South Dakota. 
Line consists of fast selling women’s novelty 
McKays priced at $3.35 to $4.50. Applicants 
must be in a_ position to finance themselves 
and cover territory in a car. References must 
accompany application, otherwise will not 
considered. SHU-STILES. INC., 1330 Wash- 
ington Ave., St. Louis, Mo. 


SAL sESMEN WANTED with established busi- 
ness to represent well-known Western Fac- 
tory, making snappy, stylish line of men’s dress 
welts to retail for $4.00, $5.00 and $6.00. Fall 
samples readv July 15th. Give experience, 
fines handled, references. territory covered 
and full information in first letter. Replies 
treated strictly confidential Address C-209, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


UBBER Footwear Salesman Wanted to 

represent us in Central Pennsylvania. A 
verv attractive proposition to the right man. 
Write giving full experience to Tohn FE. Folan, 
Converse Rubber Shoe Co.. Malden. Mass 























Travel by 














district. 





Unusually Desirable Office and 
Salesroom for Rent 


Centrally located in middle of New York City shoe 
Light, commodious rooms, where one line 


or two non-competing lines could be displayed. 


C-197, Care Boot and Shoe Recorder, 239 West 39th St., 9th Floor, 
New York, N. Y. 














LINE WANTED 


FOR SALE 





WANTED—Novelty | Shoe that carries the 
Snap and Price; have thorogood trade 
with Sample Rooms in Cleveland and Detroit. 
Strictly commission. Highest credentials. Ad- 
dress details C-196, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





WANTED—By high grade salesman, ladies’ 

_ line to retail near $7.00 to $10.00. Only 
a line of highest merit and suited for larger 
trade considered. Territory California, where 
for over ten years (with one line) have had 
established business with the best trade. Would 
consider adding Salt Lake City or Washing- 
ton and Oregon. Best reasons for wishing to 
change. Fully able to do own financing. Ad- 
dress W. R. C., 615 Underwood Bldg., San 
Francisco, Calif. 





SALESMAN, 27, married; five years in the 
shoe business; now employed as buyer and 
manager of retail store. Wish es to connect 
with live house, men’s, women’s and children’s 
line. Maryland and Delaware. Has automo- 
bile. Lives in territory. Best references. 
Address C-186, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED—Line of popular priced women’s 
novelty McKays, either to make up or in 
stock; or misses’ and children’s McKays, for 
New York City district. Have following. Ref- 
erences. Or, what have you to offer? Ad- 
dress C-189, care Boot and Shoe Powrder, 9th 
Floor, 239 W. 39th St., New York, N. 


POSITION WANTED 


POSITION WANTED—Shoe Buyer, Sales 
Promoter, Volume Producer knows market 
thoroughly. Unquestionable reference as to 
character and ability. Basement department 
preferred. Seven years with large department 
store organization. Write C-206, care Boot 
ond Shoe Recorder, 207 South St., Boston, 
ass. 














SHOE Buyer and Style Man, thirty-three 
years of age, ba ge years a shoe man. 
Is there anybody who needs a real live wire 
who knows his business thoroughly? Expert 
on women’s novelties. ddress C-208, care 
Boot and Shoe paged, ks Floor, 239 W. 
39th St., New York, N 








FOR LEASE 








HELP WANTED 


WAR TED—Acchgase ae for ee oy 
epartment an o' leasing person: 
experienced in handling stock and sales a 
as well as being an expert salesman himself 
in selling of high-grade women’s s' Don’t 
answer if you live too far from Buffalo or 
New, York City for an interview. Excellent 
opening for right man. Apply in own hand- 
writing, giving complete history of past five 
ears and salary expected. Address K. W. 
, ‘atters Romany, 1121 Genesee Building, 
uffalo, N. 





ILLING to lease floor space for rogressive 

shoe department in one of the ee 
department stores of an Indiana city 
100,000. Excellent location and a live, AP 
department store. Address C-201, care Boot 
ood Shoe Recorder, 207 South St., Boston, 





FOR SALE 


Established shoe store in Rhode Island, popu- 
lation about 100,000, good location, reason- 
able rent, stock about $4,000; will sell at a 
sacrifice. Address C-207, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 








FOR SALE 


EXCLUSIVE FEMININE 
FOOTWEAR SHOP IN 
LARGE COLLEGE TOWN 
IN MIDDLE STATES. DO- 
ING OVER $100,000 A YEAR. 
BARGAIN HUNTERS NEED 
NOT APPLY. THIS IS A 
HIGH GRADE BUSINESS. 
ACT QUICK. 


Address C-212, care Boot & Shoe 
eeeeSen, 207 South St., Boston, 
ass. 











FoO® SALE—Grand Rapids Mahogany Fix- 
tures, used only two years. 15 sec. No. 45 
shoe cabinets, 10 paneled ends for same, 25 
No. 165A tables, 8 No. 1300 show cases, fit- 
ting chairs, stools, window fixtures, office equip- 
ment, light fixtures. Spot cash buys them 
cheap. Ray McKinney, Pueblo, Colo. 


OR SALE—Profitable shoe business in 
Toledo, Ohio, established four years. Do- 
ing $45,000 annually. Rental $125.00 monthly. 
Will sacrifice. Inquire C-204, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


FOR SALE—Retail Shoe Store established 25 

years in southern Michigan city of 80,000 

population. Excellent location with exceptional 

opportunity. Reason for sale, partner leav- 

ing and advanced age. Address C-205, care 

moot and Shoe Recorder, 207 South St., Boston, 
ass. 


ATiERTON KFEN BUSINFSS MEN— 

SALE—Established SHOE AND 
MEN'S. FURNISHINGS business in a fast 
growing Eastern Shore City. Reasonable rent, 
ideal location, center business section. Owner’s 
health has failed. Must sell at once. A 
SNAP—investigate at once. Address Box 62, 
Princess Anne, Maryland. 


FOR SALE—Oldest established family shoe 
store here. Corner store, best location. 
Stock and fixtures inventory $10,000, will sell 
for $6,000. Owner has other interests which 
compel sale. Address A. Katz, 400 King St., 
Alexandria, Va. 


























* Use Recorder Service. hee are 
many ways in which the Boot and 
Shoe Recorder can serve you. Write 
us your problems. 











BOOT AND SHOE RECORDER July 3, 1926 








MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 


Pr ” NEW 
MANCHEST. FORREST —SNAKES— 


(Trade Mark Reg. U. 8. Pat. Off.) 
HOTEL Genuine and Imitation 


CURVED JAW NIPPER cit teeth Sein: Wash ot Seveteey ALLIGATORS 


Just the Tool for That Tack NEW YORK CITY 
Exquisite Pastel Colors with 


Tho caly sippe Gold or Silver Veins 
made which is just ° 
the ight shape to cu ae 4 Milbradt LEATHER DE LUXE CO. 
i-_ . =| Ladders 47 West 34th St., New York 
“Lergest Importers 

















“Manchester” _ee 
Seats Mak a i a i} made for 40 years Nevelty Leathers” 
4 onal 1 by the original in- 








Pat. 
ventors. 


nip are made of + 

high-grade tool steel, == 1 Made in all styles LABELS 
nickel plated, with a ees | to suit any shelving 
curved jaw that en a a] condition. 

ables you to cut the : 4 Get our price before 


tacks close to the in SRR placing your order SHOE (CARTON 











sole. 


eee > = paar ese ee S Milbradt | 

“MANCHESTER” a =| Manufacturing Co. a ‘SS S 

a ae rae 2416 No. 10th Street 
_— ai om ST. LOUIS, MO. We design and print most 
Write us direct if of those used by 1@ ales) alo! -B bus Tet 
your dealer cannot 
supply you. 

Price, $4.00 

ey 


Frank W. Whitcher Co. | TN, 
Patentees and Manufacturers 
Boston, Mass. oe at | OFFICES ano PLANT: BROCKTON, MASS 


NY f 


YH idob > 3H ONVin 














ATTRACTiVet 


A SHOE STORE NECESSITY 
SHOE € ARTONS 


“VARNUM” LABELS 


(Trade Mark Reg. U. 8. Pat. Of.) s : 
PRICE-SERVICE-OUALITY 
THAT SATISFY 


SIZE STICK . 
The Most Popular Stick ( — 
WHAT DO YOU USE? PORT ETS ) ee 











"G3 27% LERINGOTON AVE 
BROOKLYN N.Y 
“iRicy am Ari 5 Snot ¢€ "\9 





Complete set ot ples upon 
without obligation. 


Nede Cnty of wood 
Or @ nes 
IMMEDIATE’ fe; LABELS 


SHIPMENTS The DISTINCTIVE and 


Send for Catalog PER 
Onnen Co. MANENT MARK 


Tug Oscar 

CINGINWAT?, 

To Your Jobber or Write Direct Beret nes = Bi cones F.H.KLUGE 
ON KEN Y WEAVING CO. 





Manufacturers 
2 diet 33-39W 347THST. N.Y.C 
F. W. Whitcher Co. Chicage, Il. Phone WISCONSIN 8130 
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MISCELLANEOUS | 


WANTED TO PURCHASE 








Imported Cut Steel 
Buckles 


Always IN-STOCK for Your 
Immediate Needs 
Price $1.00 to $5.00 per pair, also ex- 
elusive designs up to $20. 


Sample assortment and prices gladly 
sent on request. 


NUMBERS OFFERED FOR 
‘SALES PURPOSES.” 


Waverly Shoe Trimming Co., Inc. 
151 Vanderbilt Avenue, Brooklyn, N. Y. 


SPECIAL 














Metal Shoe Fitting Stools 
—— 


Ne. 141 


Write for 


we THE CHICAGO 
cut races WIRE CHAIR CO. 





621 N. Le Salle Street, Chicago, Ill. 








CUSHION 
TIRE 


E 


rt 


i 





fLt 
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Sell Us Your Left Over 


New Yorx Export Purcuasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 
taken over. We will send a repre- 
sentative to investigate and make 
offer upon request. 
Kalter Cerf. Mercantile Co., 
591 Broadway, New York City 
Phone Canal 6940-6941-6942-6943 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. 


no object. 
term leases taken off your hands. 


Wire or one us. noe 
confiden Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods. etc. Dry Dock 0363 


CASH PAID 


tor entire shoe stocks or us stocks 
of shoes or other Any 
quantity. Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 














Phone Spring 1443 


S. A. lily Leaving for 
Milwaukee 


Boston.—Boston is losing to Mil- 
waukee one of its most popular 
leather salesmen in the person of 
S. A. (Fritz) Ely, who for eighteen 
years has been associated with his 
father, H. A. Ely, head of the Bos- 
ton store of A. F. Gallun & Sons. 
Mr. Ely leaves about the middle of 
July to take a new position in the 
sales department at the Gallun tan- 
nery in the middle western city. 
Mr. Ely has been in the leather 
business since his boyhood, having 
gone in with his father after leav- 
ing Andover, where he was a foot- 
ball star, and has built for himself 
the reputation of being one of the 
strongest salesmen in the calf leath- 
er field. He has an army of friends, 
and leaving them is the most diffi- 
cult task he faces in taking up his 
new work. 





New Shoe Department 


Fort WorTH, TEX.—M. J. Ham- 
merslough, who has had a wide ex- 
perience in Colorado, has taken over 
Colton’s Toggery Shop. A shoe de- 
partment has been added in which 
the better grades of women’s shoes 
will be featured. 


83 


Retail Salesmen Meet July 7 


BostoN—One of the special fea- 
tures of the Boston Shoe and Leath- 
er Fair of July 6-8 will be a “get- 
together” of the retail shoe sales- 
men of the country, or their repre- 
sentatives, who will meet in Paul 
Revere Hall, for two sessions on 
Wednesday, the first session being 
held from 12 noon until 2:30 p. m., 
and the next session from 4:30 
p. m. until 10 p. m. 

The purpose of this convention 
will be to consider the formation of 
a National Retail Shoe Salesmen’s 
Association, organized on the same 
educational, cooperative and service 
principles as those of the Boston 
Retail Shoe Salesmen’s Association, 
Inc., which has, during its twelve 
years of existence, served as a lab- 
oratory of what may be accom- 
plished in nation-wide scientific 
shoe selling and fitting, through 
high-grade association work. 

The Boston Retail Shoe Sales- 
men’s Association has received the 
indorsement of the National Shoe 
Retailers’ Association, the National 
Boot and Shoe Manufacturers’ Asso- 
ciation, and the National Shoe Trav- 
elers’ Association. The retail shoe 
salesmen of Syracuse, N. Y., have 
recently organized on the same 
lines as those of Boston. 

The movement will be explained 
in detail at the above-mentioned 
special sessions of Wednesday. An 
invitation is again extended through 
these columns to all interested to 
participate in the constructive and 
interesting program of July 7, 
which has been prepared by the 
Boston Retail Shoe Salesmen’s As- 
sociation, Inc., under whose au- 
spices the above-mentioned sessions 
are to be held. P. F. Girard, presi- 
dent of the Boston Retail Shoe 
Salesmen’s Association, may be ad- 
dressed at the J. L. Esart Co., Boyl- 
ston Street, Boston; or write to 
Fred N. Greenwood, chairman of 
the invitations committee, at Thay- 
er McNeil Co., Temple Place, 
Boston. 


New Shoe Stores 


Jones-O’Neal Co., 819 Kansas Ave., 
Topeka, Kan. 

M. J. Foster & Son, 221 N. Maclay 
Ave., San Fernando, Cal. 
— 823 Main St., Paterson, 

Wolf’s, 38-44 N. E. First Ave., Mi- 
ami, * 
Rose Marie Shoe Shoppe, 1333% 
Eleventh Ave., Altoona, -" 

James Dickinson, Sheboygan, Mich. 

D. F. Rockwell, Fairfield, Mich. 

L. R. Lepird Co., Ionia, Mich. 

Grant Simpson, Hotel Willington 
Bldg., Omaha, Neb. 
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“Arlington Operated” 


HOTEL ANSONIA 


Broadway, 73rd to 74th Streets, New York City 


12 minutes from Penn. and Grand Central Stations 
5 minutes to Theatres and Shopping District 


1260 ROOMS 


(All Outside) 


New York’s most com- 
sed hotel. Everything 
or cemfort and con- 
venience of our guests, 


Two Restaurants 


Open from 6.30 A. M. 
until midnight 


Music - - Dancing 
2 Radio Orchestras 
Ladies Turkish Bath 

Beauty Parlor 
Drug Store 
Barber Shop 

Stock Brokers Office 

All in the Ansonia 
Hotel 


TRANSIENT RATES 
300 Rooms and Bath $3.50 per day 
Large double Rooms, twin beds, Bath.86.00 per day 
Parlor Bedroom & Bath (2 persons)..8$7.00 per day 
Special Weekly and Monthly Rates 


A restful hotel—away from all the noise and ‘dirt’ of the “Roaring 
Forties.’’ No coel smoke, our steam Tey equipped with ofl fuel. Coolest 
Hotel in New York in Summer. 


The ANSONIA 


In Conjunction with the Hotels Colonial, 
Anderson, Richmond & Cosmopolitan 
“Arlington Operated” 


Oa oO. 





APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles 

of growing children and as a fully 

ventilated shoe, the Burkley Venti- 

lated t Developer is unexcelled. 

Well known surgeons recommend its 
use. 

Make your stock of 

children’s shoes com- 

VENTILATIONS — ed vos 

PATENTED « 
Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CoO. 
1156 No. Main Street 


Brockton, Mass. 











GreeLey Boupoirs’ 


Notwithstandi all the Ja 
and different te of — 4 = 
are just two kinds—those for outdoor 
wear—those for indoor wear. I am 
producing a line for indoor wear that 


are great sellers. They are beautiful 

boudoirs, a departure the ordin- 
ary, and compel the atten- 
tion that leads to sales. 
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full do they mean to youP Do 
you see yourself helplessly shack- 
led toa salary? Or do you picture your- 
self growing in independence through 
sharing in values that you help to 
creater A momentous question—for 
You! 

Write for the J. C. Penney Company’s 
booklet, “The Next Ten Years.” Ifyou 
are the right man you will learn how to 
become a co-Partner in a Nation-Wide 
Institution of Department Stores with 
advancement assured. 


Share in What You Help 


to Create! 


That is our offer. Through the application 
of this principle, the J. C. Penney Company 
has grown from one Store in 1902 to 676 
Stores in 44 States. In 1925 we opened 105 
Stores; our total sales amounted to $91,062,- 
616.17. Every one of our Stores is managed 
and part owned by Salesmen who responded 
to the offer made to you now. Behind them 
are the tremendous buying service and expert 
merchandising counsel of the J. C. Penney 
Company. 


P If This Means You—Write ha 


We are looking for alert, capable young men 
of not over 35 years of age, who have had ex- 
perience in selling dry goods, furnishings, clothing 
or shoes for men, women and children. We 
supply the money and the opportunity. You 
supply the ambition and ability. If you fill these 














"\ specifications, write to our nearest office. - 


EMPLOYMENT DEPARTMENT 


A NATION-WIDE 
INSTITUTION- ( 
. DEPARTMENT STORES 


330 W. 34th St. 1205 Olive St. 
New York City St. Louis, Mo. 


When writing to advertisers please mention Boot anv SHor Recorver 
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ALPHA 

Wood Heel 
Screws 





Farsighted retailers forestall vain 
regrets by insisting on the use of 
ALPHAWoOoD HEEL Screws by the 
manufaurer. An important little 
detail that will safeguard your 
customer and help create goodwill 


SA ARAAAAAAA AAAs 





poeereeerererrrereneeeies 
You Can Prevent This! 
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Tus illustration proves that the ordinary methods of 
attaching wood heels is unsatisfactory. The victim might 
escape serious injury, but you cannot escape. You have lost 
a customer. Why-do you permit such occurrences when 
you can easily remedy this evil— by specifying ALPHA 
Woop Hee x Screws? 


Women expect not only style and comfort in their foot- 
wear, but also security. They are not familiar with the 
shoe’s construction, but they have confidence in you. A 
loose heel will destroy that confidence. For your own pro- 
tection, as well as that of your customer, insist upon the 
use of ALPHA Woop Hee Screws in all your shoes. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Tees Tere eT LP OPTS ee PORT Oe ee Peer 
Visitors will be welcome at our exhibit at Booth 107-110, Boston Shoe and Leather Fair 
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A Quick Projit-ma 








ya - | hmmediate 
- | Delivery 
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Iron Clad 


No. 508 is a carefully worked out com- 
bination of mercerized yarn, Rayon and pure 
silk and a typical TRON CLAD for wear. 
The wide circular stripes are of pure silk 
and Rayon. To be had in the preferred 
colors of 

Tan Bark 
Crash 
Grey 
Champagne 
Orchid 


54.25 dozen 


Sizes 9 to 12 


Packed % dozen of one size and color to the box. 
Order a sample box TODAY 


Cooper Wells & Company 
250 Broad St. St. Joseph, Mich. 


Mills at St. Joseph, Michigan, and 
Albany, Alabama 
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Br- ) pinning » m the most 


productive salesman you ever 
put on in your Men’s Hosiery Department 


[ae don’t like holes in socks,— 
especially when they show. Hence 
the great wave of enthusiasm that has 
greeted Bi-Spinning, the exclusive new 
Trufab process which invisibly reinforces 


every part of every Trufab sock, without 
adding weight or bulk. 


Bi-Spinning is a busy salesman,—as you 
can learn first-hand from every merchant 
who has put in the line. Once your cus- 
tomers learn that holes need no longer be 
tolerated,—that an unconditional guarantee 
protects every pair,—that colors are fast, 
—they buy Trufab hosiery, and stick to it. 


The repeat business on the line is unusual- 

ly good. It builds up a following for itself, 

—permanent customers who will have no 

other. And,—as we'll be glad to explain in 

full detail, it has many other profit features ot ia ee at 
that every merchant ought to know about, ater aie 
for the good of his hosiery department. 


Write for the details of the Trufab plan of cooperation, . : 
and the location of the nearest distributing point, Trufe ab Bi -Spun H ostery, 
a complete, nationally 
advertised line 


Cuimax Hosiery MILts 
A type of hosiery for every purse 


CGFounded 1902 ATHENS, GEORGIA . = 
New York Offices 466 Broadway and every occasion is included in 
the Trufab line. A good 
margin of profit on each 
number, yet each is an 
unusual value at the 
price. You can retail 
them from 35c to $1. 
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Style No. 3785 


**The special chiffon for 
dancing.’? Pure thread 
silk from top to toe. 
With the special invisible 
*‘inner-foot’’ of selected 
lisle. Sheerest weave. 
Pure dip-dyed. Comes in 
all the latest Paris colors. 


When your customers ask for 


“The Special Dancing Chiffon”} 


for men, women and children 


Underwear 
for men and boys only 
© A. A, Co, 
Tesue of July 8, 1926 


They mean Allen-A No. 3785 


The invisible zner-foot of fine, 
selected lisle has given this sheer 
chiffon an unique reputation 
for wear. Its fame is spreading 
as ‘‘the chiffon for dancing.”’ 
Merchants tell us that their 
customers usually ask for it by 
this name instead of the style 


number— 3785. 


Perhaps you have had requests 
for ‘‘the special chiffon for danc- 


ing.’ It is worth looking into. 
For there must be something 
out-of-the-ordinary in a style 
of hose that wins such a name 
for itself. 


If you care to write us, we will 
gladly have your Allen-A rep- 
resentative show you Style 3785 
and explain how many hosiery 
departments are using it asa 
special feature to increase sales. 


Tue Atten-A Company, Kenosha, Wisconsin 





HOSIERY 


THE NATIONAL ADVERTIS- 
ING OF GORDON HOSIERY 


Boot and Shoe Recorder SECTION 91 


Below is a reproduction of one of a series of full pages appear- 
ing in The Ladies’ Home Journal, Women’s Home Companion, 
McCall’s Magazine, Harper’s Bazar and Vogue. 
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Authentic Louis XVI costume, loaned through the courtesy of Cheney Brothers 


CA Gherirhed Porressrtone 


with the latest style information. He will help you select the 
correct color combination to harmonize with shoes and costume 
for every occasion. We have also prepared a hosiery style book- 


Her own young loveliness is enlanced by the old beauty of the 
lace and silk of her grandmother's wedding gown, in the making 
of which only the finest silks skillfully woven and dyed were 


worthy to be used. It is fortunate that 
the same skillful methods and fine quality 
materials have been used for generations 
in making Gordon Hosiery—a cherished 
possession for all women who desire per- 
fection in hosiery. 

Our Style Service Department is con- 
stantly supplying each Gordon dealer 


bet SIERY / 


let, giving the correct color of shoes and 
hosiery for each costume. This booklet 
is an invaluable aid to economy, and is 
authoritative as to style and color 
combinations. 

Ask your Gordon dealer for a copy, or 
write us for Booklet L. We will send it 


to you free. 
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As fine in its texture as a fairy cloud- It was one of the numbers that helped 
fleece, as flawless in its gossamer sheerness make “Onyx” the outstanding exhibition 
as a first-water gem, this newest number at the recent Underwear and Hosiery Ex- 
of the “Onyx Pointex” line offers potential position, New York City. It is one of the 
possibilities for Fall sales that are enor- numbers that will be featured consistently 
mous. in “Onyx” Fall advertising. 


“ONYX” HOSIERY Inc. Manufacturers 
1107 Broadway New York 
Chicago Philadelphia Boston Buffalo San-Francisco Los Angeles 
“Onyx Pointex’’ is made in all the standard colors 
No.155— bn yo gd *medium weight, No. 265 —“‘Onyx Pointex”’ service weight, 
with lisletop andsole . . . . $12.50 age soletowelt . . . 6.50 
No. 255 —“‘Onyx Pointex” service weight, - 450 —“‘Onyx Pointex Sheresilk”, 
with lisletop andsole . . . . $15.50 chiffon weight, all silk . . - $19.50 
N No. 350—“‘Onyx Pointex”’ service weight, 
0. 355—“Onyx Pointex Sheresilk”, with 4 very durable all silk stocking . $21.00 
lisle -~ and lisle-lined sole . . $15.50 No. 650—‘“‘Onyx Pointex Sheresilk’’, extra 
65 —“Onyx Pointex Sheresilk’’, all fine gauge, chiffon weiglit, pure silk 
silk. P nes lisle-lined sole to welt. $15.50 stocking (as featured above) . . $70.00 


Flosiery 


© 1926 
REG. US. PAT. OFF 
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Hosiery Trade Off to Good Fall 


Season Start 


Full Fashioned Silk Stocking Prices Stabilized 


of the year, the hosiery situation 

presents aspects that should give 
all concerned considerable encourage- 
ment. In the first place the price 
question has been definitely sta- 
bilized, that is as far as silk hosiery 
prices can be stabilized in view of 
the proneness of raw silk to 


Gee ve into the second half 


the public is not clamoring for any 
lower prices. In fact, women are 
gladly paying full prices to get ex- 
actly what they want in the way of 
fine hosiery and are willing to pay 
even more for still better quality. 

This is reflected in the decision of 
some mills to _ install foreign 


machines of 57 gage, to make still 
finer sheer hosiery. There is a fair 
demand for 51 gage hosiery at 
present and, incidentally, hosiery as 
fine as this is receiving some pub- 
licity in the daily papers and maga- 
zines. Only last week, one of the 
New York dailies in describing the 

costume worn by a prom- 








take flights or dips in price 
in exactly the opposite direc- 
tion that everyone expects. 
However, the easing off in 
raw silk prices appears to 
have come to an end, and the 
price has run along on a suf- 
ficiently stable basis to en- 
able the leading hosiery 
manufacturers to offer their 
fall lines at definite prices. 
In the main the cuts that 
were made last month 
brought prices back to where 
they were a year ago. At 
the most the cuts did not 
average much above 50 cents 
a dozen, a margin much too 
small to be reflected in the 
retail price. 

Since the public knows 
little or nothing about the 
price of raw silk and its ef- 
fect upon silk products there 
is no necessity of making a 
stir about hosiery prices. 
The slightly lower price that 
retailers will obtain on some 
numbers in building up their 
fall stocks of hosiery, need 
not be passed on to the con- 
sumer. Conditions do not 
warrant any cuts in the re- 
tail prices of the better 
grades of silk stockings, and 


Sports togs may be just as dressy as any other, and 
when they are dressy only the finest of sports 
hosiery should be worn with 
woman who wears the best in sports clothing is 
likely to wear hose of this kind—all silk, full-fash- 
ioned, English ribbed, two toned. Shown by cour- 
tesy of the McCallum Silk Hosiery Company 


them. The type of 


inent motion picture star 
mentioned the fact that her 
stockings were 51 gage 
The sheerer the better, is the 
slogan that might well be 
adopted by those catering to 
the free spenders. 

In connection with de- 
velopments in sheer hosiery, 
some mills have recently 
brought out what might be 
termed a_ sheer - service 
stocking. This hose, which 
has a four inch welt of 
cotton and a cotton sole, lies 
about half way between the 
sheer and service weights in 
texture. It is designed pri- 
marily as a service hose and 
its best talking point is its 
wearing quality. It appeals 
to the woman who wants 
something thinner than the 
ordinary service weight 
hose, and who feels that the 
lack of wearing qualities in 
sheer hose, makes them a bit 
too expensive. Such hose re- 
tail around $2 a pair. 

The white situation is a 
bit mixed. There is no use 
trying to hide the fact that 
so far the demand for white 
hose has been disappointing. 
This is due to the lateness 
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Here is a good display ti. 
up between shoes and hosiery, 
This hosiery department hap. 
pens to be in a specialty shop, 
but the general idea may lp 
applied to the hosiery depart. 
ment in a shoe store. This 
hosiery department occupies g 
prominent position on the 
main floor of the Neusteter 
Company’s store in Denver, 
Colo. While it is a hosiery 
department, you will notic6 
that shoes are prominently 
displayed in the show cases, 
All shoe merchants would do 
well to display shoes in their 
hosiery department and _ hos. 
iery in their shoe department, 








with which warm weather made its 
appearance, and to some extent to a 
rather general fashion of wearing 
the delicate nude shades of hosiery 
with white shoes. Still there is some 
hope left. Real hot weather during 
the current month should bring about 
a good demand for white, but it is 
likely to be concentrated on the 
sheer, rather than the _ service 
weights. At the Long Island sum- 
mering places of the wealthy there 
has arisen the fashion of wearing 
white hose of extreme sheerness 
with shoes, even of the parchment 
shade. The pinkish cast that comes 
from the skin through the sheer 
white seems to take off the curse of 
“all white,” against which there is 
an apparent prejudice. 

Casting into the future, it is still 
too early for a definite fall trend to 
have been established. The big 
manufacturers are assembling their 
fall lines and most of them are stick- 
ing close to the colors that have been 
good for some time. There is little 
doubt about the nude shades going 
through the fall season, but the 
tones are likely to be a little darker 
than those we have had this spring 
and summer. The beige tones of a 
gray cast, and similarly grays with 
a beige cast look to be about the 
best bet. Resident buyers report a 
few early orders from their clients 
for hosiery in these shades and 
manufacturers’ agents also are con- 
vinced that these tones will prevail. 
The chief point in their favor is 
that they blend with the fall colors 
that have been brought out by the 
leading fabric houses and also har- 
monize with the fall shoe shades. 
The golden tan colors also look good 
for fall. 
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N view of the fact that black looks 

to be one of the best of the 
shoe colors for fall, there are seme 
who expect a better demand for black 
hosiery. The best opinion, both 
among the manufacturers’ and 
buyers, however, is to the effect that 
women are far from ready to give 
up the light colored hose. Even gun- 
metal is showing some falling off. 
Of course, a certain amount of black 
always is sold, but this year, even 
with a better than usual amount of 
black shoes, the demand for all black 
hosiery is not likely to show any in- 
crease. 


Discussion still rages on the ques- 
tion of the silk boot length. There 
are some who say that they find 
no demand for stockings that are not 
all silk to the top. Others stick out 
for boot lengths of 30 inches and 
still others for 28. The 24 inch 
boot length, which was considered 
the shortest that could be used in 
general sale a short time ago, is 
giving 'way to the 28 inch boot. 
Skirts, if showing any change, are 
still shorter. The new fall and 
winter coats are short, extremely 
short, and any stocking that is not 
silk, at least to the knee, will have 
but little call among the women who 
follow fashions closely. 

Retail merchants who handle in- 
fants’ stocks have a surprise coming 
to them when they view the new fall 
lines. A machine has been invented, 
known as the multi-design true rib 
machine, for the knitting of infants’ 
socks in a wider range of pattern 
and color design than ever before. 
A few samples already have been 
shown and have been given an en- 
thusiastic reception. Color in in- 


fants’ goods is the best selling point, 
in addition to wear. With the new 
machine, which is of the circular 
variety, it is possible to put 90 colors 
vertically and four colors horizon- 
tally into one sock, it is claimed. 


New Repair Needle 


A simple hosiery repair needle, 
which comes from France, is being 
demonstrated by James McCreery & 
Company, New York, in its _hos- 
iery department. The demonstra- 
tions have attracted considerable at- 
tention. The illustration shows how 
the needle operates. In France, 
women carry these repair needles in 
their handbags for use in emergen- 
cies, just as in this country most 
women carry a needle and thread of 
the ordinary type. The needle re- 
tails for $1. 
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Repair needle, showing the construc- 


tion of the needle, the main feature of 
which is the protecting lever which 


automatically after the first 


stitch 


works 
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HOSIERY SECTION 


Clocked Half Hose a New Note 
For the Fall Season 


Sport Hosiery to Reach Crest This Month 


showing some indications of 
abating. This must not be taken to 
mean that the vivid colorings and 
striking patterns are out of the run- 
ning. They will continue to sell 
through the summer season and 
there will be some demand for them 
in the fall. However, the merchant 
who is contemplating the fall season 
should be rather careful about order- 
ing large quantities of “wild” half 
hose. 

It has been an open secret in the 
trade for some time past that the 
best dressers among the men have 
been veering away from the vivid 
hosiery. In the most exclusive shops 
in New York and other large centers 
the demand has been’ swinging 
toward more quiet patterns, in fact 
definitely toward the plain hose in 
black or a neutral shade, with 
a neat clock. There is plenty 
of evidence already at hand to 
support the view that clocked 
half hose will come into their 
own again this fall. There 
will be plenty of variety in 
the clocks however. 

Even in the cheaper lines 

of half hose, in the 50 cent to 
$1 retailers, of silk or rayon 
plated cotton, there is a swing 
toward less fanciness in pat- 
tern. Clocks will be found in 
these cheaper hose, as well. 
Of course, the hand clocking 
which is put on the finest of 
French sox and even on the 
top grades in American silk 
half hose cannot be repro- 
duced in the cheaper grades, 
but some of the manufacturers 
of the lower priced lines have 
overcome this difficulty by 
producing hosiery with the 
clock woven in. 


ecw did not produce any 
extraordinary amount of 
business for the retailers of 
men’s half hose. Neither did 
sport hosiery. break any new 
sales records. The weather 
was against a real summer 
demand for this type of mer- 


HE rage for riotous patterns 
and co.orings in men’s hose is 


chandise. July, however, according 
to present indications will see the 
full demand for men’s summer 
hosiery in blossom. 

There has been some talk that the 
reversion to long trousers for golf 
wear, a fad that was apparent at 
Palm Beach and other winter resorts 
early this year, would cut into the 
golf-stocking business. So far there 
has been no visible effect of this in 
the higher class stores. A few men 
may be wearing long trousers, but 
they also have knickers in their golf 
and sport kits and need golf hose to 
go with them. The extremely light 
shades in linen and flannel knickers 
has created a demand for light 
shades in golf hose. 


ANY stores report a_ sizable 
demand for light weight golf 
hose in all white, or with a fancy 


A plain cotton golf hose with fancy cuff from the 


Richmond Hosiery Millis 


cuff showing just a trace of color. 
Wool and cotton mixed hose in this 
class are going very well in some 
parts of the country. 


O far there has been little action 

in the primary market on woolen 
half hose for the coming fall season. 
Retailers, in the main will not do 
much buying of this class of mer- 
chandise until mid-July and some of 
them even later. Patterns in woolen 
half hose, like those in their silk or 
silk-mixed brethren, are leaning 
toward more conservatism. Clocked 
woolen hose look like a good bet, es- 
pecially in the natural tones that will 
blend with the brown shades that 
are being touted for men’s suits next 
fall. According to all reports brown 
will be the predominating suit shade 
and hose to harmonize must be ex- 
pected. 

Some fancy pattern hose 
are bound to be called for 
even in the higher grades, 
and the shoe merchant should 
provide himself with suffi- 
cient stock to cover this de- 
mand. He should, however, 
endeavor to select the small- 
er patterns and the more 
subdued colorings, chiefly in 
the brown tones. 


Sales Speeded Up by 


Men’s Fancies 


The selling and merchan- 
dising of hosiery is the sweet 
end of the retail shoe busi- 
ness according to the Smith 
Shoe Store of Boulder, Colo., 
which has had an active and 
profitable stocking depart- 
ment for the past fifteen 
years. About a year ago it 
appeared that men’s stock- 
ings sales were not keeping 
up, so a wider range of pat~- 
terns, stronger display in the 
windows and a few more 
lines in the men’s advertis- 
ing copy turned the tide. The 
fancy styles helped also in 
making more sales. 
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Hosiery “Stops the Sho 


Living Models, Fashion Talks, Novel 


NE of the chief conclu- 
QO sions to be drawn from 
the first national Hos- 

iery and Underwear Exposi- 
tion, held in the Hotel McAlpin, 
New York, last month, is that 
hosiery has come to occupy a 
very definite place in the sun. 
It is not unnatural or unrea- 
sonable, in view of the fact 
that the short skirt of the last 
few years has focussed atten- 
tion on hosiery to a greater ex- 
tent than ever before, that the 
hosiery trade should want and 
have its own style show. With 
hosiery forming a good third 
of the visible costume of the 
average American woman, and 
likely to so continue for some 
time to come, this baby indus- 
try of making and dealing in 
' stockings is rapidly reaching 

adult proportions. 

Judged from the viewpoint that this was the first 
time that hosiery and, to some extent, its accompany- 
ing sister, underwear, have enjoyed an exposition of 
their own, the show staged last month was a decided 
success. It served to bring still more attention to the 
trade it registered with the general consuming public, 
and anything that makes the great multitude of ordi- 
nary citizens more conscious of hosiery, cannot help 
but have a beneficial effect upon the business of those 
who purvey this interesting merchandise. 

Some 60 exhibitors had booths in the exposition, 
which was held in the grill room of the Hotel McAlpin. 
By far the majority of exhibitors were those in the 
hosiery class, and while the exposition included both 

underwear and hosiery, the 
latter dominated by a _ wide 
margin. The class of merchan- 
dise varied from the staple cot- 
ton hose to the finest of silk 
chiffons, with the latter, of 
course, getting the most atten- 
tion from the visiting buyers. 
Some sizable sales were re- 
ported at several of the booths, 
but the exposition, as a whole, 
was not regarded as a buying 
event. It is likely that more 
buying will be done at future 
expositions, since it is planned 
to hold them a month or so 
later in the year, when more 
buyers naturally gravitate to 
the market. 

Results of the exposition en- 
couraged the promoters and the 
National Association of Hos- 
iery and Underwear Manufac- 
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turers, which had an interest in the exposition this 
year, to lay tentative plans for the holding of an expo. 
sition on a much larger scale in a more suitable loca. 
tion next year. 

Additional public interest was given the exposition 
by tke use of living models upon which to display the 
merchandise, and by an “ankle” contest, in which more 
than 1000 young ladies presented themselves for the 
honor of having the most perfect pair of ankles. After 
several elimination trials, in which the judges were 
Knowles Hare, artist; Edwin Bower Hesser, photogra- 
pher, Van Damm, photographer, and Harry Klemfuss, 
the honor and a silver loving cup were presented to 
Miss Ethel Dale, a chorus girl. For the benefit of any 
merchants who may feel inclined to run an ankle con- 
test in their own towns, we give herewith the exact 
measurements of Miss Dale’s leg: Ankle, 714 inches; 
calf, 12 inches; knee, 1314 inches, and thigh, 20 inches, 
She wears a stocking size 814. 

The booths of the 60 exhibitors at the show were 
elaborately decorated, and in many of them special 
fashion shows and talks by experts were given. The 
entire exposition afforded the hosiery buyers, who at- 
tended in large numbers, an opportunity not only to 
see the latest styles in hosiery presented by the ex- 
hibitors, but to learn more about their business from a 


Edna Gertrude Hagan, three-year-old movie star, 
who served as a model at the Hosiery and Under- 
wear Exposition 
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t New York Exposition 


md Staples, Depict New Fall Trend 


style and technical angle. Several exhibitors erected 
knitting machinery units and had demonstrators pres- 
ent to explain the method of producing knitted hosiery 
and underwear. 

The merchandise exhibited was of a high character. 
While there were several novelties in hosiery displayed, 
such as the Sesquicentennial stockings, with embroi- 
dered Liberty Bells forming the clocks; the Aurora 
Borealis stocking, which blends with the dark tone of 
the shoe at the foot and gradually takes on paler tones 
toward the top; the Aloma, a rolled-down and fringed 
stocking; stockings with musical notes forming the 
clocks, a new silk stocking with a woolen lining de- 
signed to eliminate the use of underhose in the winter, 
and a host of other oddities, main attention was cen- 
tered on the staple lines of fine silk. Buyer interest 
was strongest in the chiffon, indicated that the sheer 
hose is still the leader in fashionable merchandise. 

Several new colors were introduced at the show by 
leading manufacturers, among them “Bubbling Over,” 
a light parchment tone, Maxine Brown, a light golden 
color, and Society Gray. a shade between Moonlight 
and Cinder, and Lavette, a gray lavender, slight!y more 
delicate than the mauve taupe, 





Ethel Dale with the cup she won in the “perfect 
ankle” contest at the Hosiery and Underwear Ex-: 
position 
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The Textile Color Card Associa- 
tion of the United States took the 
exposition as an occasion to bring 
out the new fall hosiery color card. 
The new shades were displayed in 
the color card assocacion’s bocth, 
along with shoes, showing the 
variety of harmonious combina- 
tions possible between the hosiery 
and shoe shades. 

The new fall hosiery colors 
launched by the color card associa- 
tion are eight in number and show 
a distinct trend toward deeper and 
richer tones in tan and gray. The 
thought in hosiery color is that of 
harmony, rather than an exact 
match with shoes, at the same 
time, a pleasing blend with the 
new costume shades, such as the 
Chanel reds, the deep greens, 
glowing browns and the new blues. 

The eight new colors are: 

Dorado, a distinctly Spanish color the deep gleam of 
golden wheat known especially in the Hispano-Moresque 
pottery, meaning literally “golden”; parchment, the 
authentic parchment shoe shade; Alesan, a bisque the 
color of colts of the Alesan breed; muscade, a beige 
with a rose cast, the color of the muscade wine for 
which it is named; peachbloom, the elusive tone of the 
bloom on the peach; iris mauve, an evening shade, a 
dulcet mauve with a grayish violet hue the tint of 
dew-silvered iris; evenglow, a light castor with a de- 
cidedly mauve undertone suggestive of twilight just 
after sunset; and blue fox a standardization of that 
popular shade. 

Standard shades repeated on the card are atmos- 
phere, nude, peach, sunset, blush, champagne, grain, 
bran, French nude, moonlight, 
piping rock, dove gray, shadow, 
and mauve taupe. These and the 
new colors on the fall card were 
selected by a color committee 
jointly appointed by the Textile 
Color Card Association and the 
National Association of Hosiery 
and Underwear Manufacturers. 

Thousands of hosiery buyers 
from the largest stores in the 
country and a considerable num- 
ber of mere consumers whose in- 
terest in hosiery was that of the 
ultimate purchaser, visited the 
exposition during the week. Com- 
ments both on the part of those 
within and without the trade was 
distinctly favorable. Some of the 
stockings shown in the booths were 
surprises, even to the professional 
buyers, while the. general public 
was amazed at the display. 
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T is still a bit early for the establishment of a definite color trend in hosiery for the 
A few early orders have been placed and these call mainly for the light 
There is a slight trend toward 


fall season. 


I 


blond shades that have been popular for some time. 
the more rosy and deeper golden shades in the blond family. This is in line with the fall 
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color card as brought out by the Textile Color Card Association, which stressed rosy 


beige shades. 


Gray, with a golden cast also has appeared in the early fall orders. For 


current selling white is attracting more attention, but has not yet reached its crest, due, 
no doubt to the backward weather, and also to some extent to the fashion of wearing the 


light shades of blond and gray hosiery with white shoes. 


Lest the merchant becoming 


unduly alarmed about the possible mid-summer demand, however, we call attention to 
the fact that at the recent Huntington Horse Show, the rendezvous of the ultra-smart 
Long Island set, white hosiery was much in evidence, even where the slippers worn were 


not all white. 


The white hosiery was of extremely sheer texture, though, so that the 


natural color of the skin beneath showed through and gave a pinkish cast. 


CHICAGO 


In. general light chiffons are the 
best sellers in the retail stores just 
now, have been for some time past 
and probably will continue to be 
for some time in the future. Just 
now the limelight is being enjoyed 
by grays, although there has been 
no perceptible decrease in the de- 
mand for light colors such as the 
members of the brown or tan fam- 
ily, maize, greea, cream, 
flesh, French nude and 
even orchid. White ho- 
siery has been selling 
better than two weeks 
ago and is expected to 
achieve considerable 
volume after it becomes 
apparent that hot 
weather is here to stay. 


* * % 


MILWAUKEE 


Gray hosiery is not so 
good as it was earlier 
in the season but is 
still strong. Just now 
the lighter tans and 
flesh shades seem to be 
leading in the race for 
popularity. Most of the 
volume is being done, 
of course, on _ silk-te- 
the-top hosiery. Other 
colors which are good 
are the nudes, cham- 
pagne, grain and gravel. 
Whites are expected to 
show better sales with 
warmer weather. 
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LOS ANGELES 


Everything is the light shades 
and the higher grades of hosiery 
are showing a remarkable increase. 
White hosiery is selling well and 
shows promise of being a leader 
later. With black and white cos- 
tumes, including black and white 
shoes, women are wearing a cream 
white called oyster. This is not 
the invariable rule, but there is a 


Winners all—Miss Ethel Dale, winner of the cup and $500 
prize in the “ankle contest” at the Hosiery and Underwear 
Exposition, and the runners up, who are, left to right—Miss 
Bobby Meredith, Miss Maryon Dale and Miss Jean Francis 


decided tendency in that direction. 
Blush, flesh, peach, the sand shades 
and moonlight gray are _ selling 
strongly. For fall, buyers predict a 
swing to darker shade. 

*% *% % 


SAN FRANCIS€O 


Two principles are being prac- 
ticed by women here. They are 
either matching their hose with 
their shoes or they are wearing 

lighter shades of ho- 
siery than their shoes, 
but in the same general 
color family. There is 
none of the very sharp 
contrast which was evi- 
dent this time last year. 
Gray, flesh, white and 
parchment, therefore, 
find favor in almost 
every _ store. Pastel 
shades are also being 
worn for evening and 
chiffon voile sports hose 
is good. 
* * 


CLEVELAND 


This city scents a 
swing to darker shades 
when summer starts to 
wane and fall footwear 
begins to appear. The 
present demand is for 
every known variety of 
light shade plus whites. 


* * * 


PROVIDENCE, R I. 
Gray hosiery is much 


~~ 
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stronger, sometimes being worn 
with gray shoes to match and some- 
times bought frankly to match the 
bloomers. Members of the light 
brown family also are exceptionally 
good but in voluume are being led 
by the gray tribe. 
* * * 


BOSTON 


Gray hosiery is still strong and 
the last few days has seen a de- 
cided increase in the sale of whites. 
This has been due wholly to the 
change in the weather which, near 
the end of June turned really warm 
for a change. Stores report that 
in the face of white buying, there 
has been, nevertheless, no decrease 
in the call for the lighter tones in 


colors. 
* * * 


DENVER 


Light grays seem to be the best 
sellers in this part of the West, al- 
though volume is being had also 
on parchment to match the parch- 
ment leather shade, blond and at- 
mosphere. 


HOSIERY SECTION 


How is_ this 

for a hosiery 

display? These young 
ladies were among the 

30 mannikins displaying the 


latest styles in hosiery at the Hosiery and Underwear Expo- 
sition in New York last month. Light colored hosiery seemed 
to be the first choice of the exhibitors 


PORTLAND, ORE. 


Parchment, blond, skin, ivory, 
moonlight and white. This tells 
practically the whole story insofar 
as volume goes. Other colors, of 
course, are selling, but as nearly 


as can be determined, these colors 
lead the list. Atmosphere, haze 
and French nude should be given 
a place. In sport lisles women are 
buying many with white grounds 
and small figures in black, blue and 
even yellow. 


&\hlosicry MARKET TALK &2 


Beaton Offices to Be Moved 


The J. R. Beaton Co. announces 
that it will move from 331 Fourth 


To Have Hosiery Plant at 
Sesqui 

Visitors to the Sesquicentennial 
Exposition in Philadelphia soon will 
be given an opportunity to see how 
full-fashioned hosiery is made, for 
a plant will be in operation there 
shortly as one of the exhibits under 
the joint auspices of the H. C. Aberle 
Co., the Fidelity Hosiery Company, 
the Apex Hosiery Co. and the Han- 
cock Knitting Mills, all of Philadel- 
phia, and the Berkshire Knitting 
Mills, Reading, Pa. The machinery 
will be supplied by the Textile Ma- 
chine Co., Reading. The exhibit is 
expected to be in full working order 
by July 10. 


To Concentrate on “Blue 
Moon” Brand 


The Largeman, Gray Company, 
Philadelphia, whose open line hosiery 
plant in that city was bought early 
last month by the Gotham Silk Hos- 
iery Company at a reported price of 
$1,500,000 in cash, is to erect a new 
plant for the manufacture of Blue 
Moon full-fashioned silk hosiery. 
The site has been selected, ground 


purchased and the contracts for the 
new plant have been awarded. 
Ground will be broken some time this 
month. 

Largeman, Gray Company, accord- 
ing to Joseph Largeman, president, 
will hereafter concentrate its efforts 
on the production of Blue Moon 
hosiery exclusively. The sale of the 
company’s open line plant had no 
connection with the production and 
marketing of Blue Moon hosiery, 
which will continue without inter- 
ruption. 


Moler to Represent Foreign 
Hosiery Concerns 


Vandivere B. Moler, a director of 
“Onyx” Hosiery Co., Inc., and for 
many years their foreign buyer, and 
manager of the foreign affairs of 
the company, has severed his con- 
nections, to take up the sole selling 
agency of some of the most impor- 
tant manufacturers of foreign ho- 
siery. He is organizing a company 
to represent them, under the firm 
name Van B. Moler Co. Inc., with 
offices at 200 Fifth Avenue, New 
York City. 


Avenue, New York City, to 468 
Fourth Avenue, on or about July 10. 
An entire floor will be occupied at 
the new headquarters, with triple 
the amount of space, in the present 
offices. This is in line with the Bea- 
ton policy of always keeping large 
and complete stocks of hosiery in 
readiness for immediate delivery to 
customers. 


Moire Stockings 


In line with the moire costumes 
and moire shoes, as well as moire 
silk millinery, the moire stocking 
has appeared. B. Altman & Com- 
pany, New York, are showing a 
heavy quality all-silk stocking with 
a moire effect, to retail at $3.75. 
The new moire stocking is regard- 
ed as a mere fad, however, and has 
little to recommend it, since the 
first washing destroys the 
“watered” effect of the silk. 
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Hosiery Given Better Position 


In Retail “Ads” 


Definite Selling Copy Being Used 


GAIN the BooT AND SHOE RE- 
A CORDER has made a survey of 
the advertising of approxi- 
mately 800 retail shoe _ stores 
throughout the country. The re- 
sults, in so far as hosiery is con- 
cerned, are decidedly interesting. 
Hosiery is being given, not neces- 
sarily larger space in the advertising 
layouts, but more important space. 
There is a large decrease in the num- 
ber of advertisements which mention 
hosiery casually. There is an 
equally large increase in the number 
of those which say something defi- 
nitely and specifically good about the 
hosiery carried—even if it is only to 
stress the fact that hosiery in stock 
matches the shoes which the store 
offers in its store. 
Some of the higher class stores, 
whose policy is to advertise only one 
shoe at a time, have adopted the good 


PHILADEPHIA SHOE CO. 
“La Jolie” 





| | Snake charmed! 


BEAUTY of lite, expressed in 

| & lovely shade of parchment 

Kid is the fascinating feature of 

this Paris-styled pump, with snake 

calf coiling gracefully atound the 
slender 


top and strap— 


$9.00 


Flawless Silk Hose te Match, $!.95 


Phuladelee: 
825 FOURTEENTH’ ST., OAKLAND. |b 
825 Market St. ‘ 


and Mission at 22nd [Rap 
San Francisco 


In this particular case the Phil- 
adelphia Shoe Company of San 
Francisco contents itself with a 
single sentence — “Flawless silk 
hose to match — $1.95.” Yet the 
advertising man managed to pack 
into that one sentence an idea of 
the quality of the merchandise, 
the store’s ability to match the 
shoe described, and the price 


Issue of July 3, 1926 


—AN ATTRACTIVE WHITE 
SHOE dainty and cool as a low- 
cut pump, and perhaps even a wee bit 
smarter! Particularly delightful for 
street and semi-dress wear. with covered 
box heel gracefully and comfortably 
moderate in height. Laurette is made 
especially for Hanan 


Wear Corrette chiffons. Flesh tones, or 
Atmosphere with Laurette. Hanan’s 
exquisite hosiery is always correct and 
lovely 


A Store for™Men and Women 
HANAN &°SON 
737 South Broadway 
{ STORE S ALL OVER THE WOKLD 





The Hanan & Son store in Los 

Angeles follows its discussion of 

the shoe with a discussion of the 

correct hosiery to go with that 
shoe 


policy of specifying what colors of 
hosiery may be worn with the shoe 
in question. Others go further and 
offer three pairs at a slight reduc- 
tion in price, of different colors, all 
of which are suitable for wear with 
the shoes. 

In some, the reading matter de- 
scribing the hosiery follows along 
after the shoe copy as part of the 
same body of type. In others, it is 
set off to one side by itself, inclosed 
in a box or printed in a type differ- 
ent in appearance from the main 
body of the advertisement. 

In others it is tacked on to the 
bottom of the advertisement where 
it stands out just as the postscript 
does in a letter. 

Ingenious and appealing, too, in 
many cases, are the ways of talking 
about hosiery. In order to give mer- 
chants an idea of how much is being 
said about this highly important 
shoe store product, and with the 
idea, also, that they may, by read- 
ing, glean an idea here and there 
which can be utilized in their own 
advertising, we give here some of 
the phrases used: 


“Pastel tones in all-silk chiffons 
are ‘Fashion-Right’ for Summer 
wear. A pair $3.00.” The Weth- 
erby-Kayser Shoe Co., Los Angeles, 
Cal. 

“Blazer Stripes blaze the way to 
the latest fashion in Sport Stockings. 
Shown in white lisle or the favored 
tan tones with vivid colored stripes. 
A pair $6.50.” The Wetherby-Kay- 
ser Shoe Co., Los Angeles, Cal. 

“Dependable shoes and hosiery.” 
Heggen’s, 313 Seventh Street, Des 
Moines, Iowa. 

“Modish Hosiery.” Snyder & Lit- 
tle, 1211 F Street, Washington, D. C. 

“Ladies’ hosiery in the new fash- 
ionable shades.”  Manfield, 922 
Chestnut Street, Philadelphia, Pa. 

“At our hosiery department. Ex- 
quisitely dainty stockings in the 
exact shades to harmonize with these 


Smart in the Extreme 
for Daytime Wear 
featured at 


RP 
FRANK MORE SHOE SHOP 
285 Geary Street 


‘Pather leather, parchment 
trimme: 
ray kid, sherk trimmed 
Parchment lizard, brown kid 
trimmed 


Our Fosiery Department offers 
t 


Everybody reads the postscript 
on a letter. They know this at 
the Frank More Shoe Shop in San 
Francisco. Consequently, hosiery, 
which is a tremendously impor- 
tant part of their business, is 
given a place of honor, at the bot- 
tom of the advertisement, is 
printed in italics to attract atten- 
tion and rendered still more at- 
tractive by the inverted pyramid 
arrangement of the lines 
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slippers.” Geuting’s, 1308 Chestnut 
Street, Philadelphia, Pa. 

“Pure thread silk Holeproof ho- 
siery for women. $1.00 a pair.” 
Dr. A. Reed Shoe Co., 136 W. 7th 
Street, Los Angeles, Cal. 

“Shoes and hosiery for women.” 
Miller’s, 12 North Third Street, 
Harrisburg, Pa. 

“Good footwear and_ hosiery.” 
Gude’s, 725 South Broadway, Los 
Angeles, Cal. 

“Hosiery dyed to match. Chiffon 
silk, full fashioned silk, silk from top 
to toe, $1.95.” Mandel’s, 410 West 
Seventh Street, Los Angeles, Cal. 

“Hosiery. For the June bride, for 
graduation, sports, or street wear, at 
prices amazingly low.” C. H. Baker, 
410 South Broadway, Los Angeles, 
Cal. 

“Fancy sox to match, 65c.” Phila- 
delphia Shoe Co., 825 Market Street, 
San Francisco, Cal. 

“Appropriate hosiery.” T. E. 
Moseley Co., 39 West Street, Boston, 
Mass. 

“Woman’s silk hose, $1.35 pair; or 
3 pairs, $3.85. Excellent grade, fav- 
ored summer colors.” Frank Broth- 
ers, lower Fifth Avenue store, New 
York, N. Y. 

“Hosiery in white and summer 
tints, all-silk chiffon, $1.95. Three 
pairs, $5.35.” Hanan & Son, 801 
Canal Street, New Orleans, La. 

“All silk chiffon hosiery, $1.95; a 
regular $2.50 value.” Fitzpatrick’s 
Shoe Salon, Los Angeles, Cal. 

















The’ he" Lona Beach 


Cool, snowy ken with white calf trim 


sand yume spike heel; a “quality pump” 
to grace a host of Summer gccasions. 


HANAN & SON 


1032 Main St. 


Allsilk > honery 
wn white and Summer 
tints, $1.95 
Bhree pairs, 35.75 


& 








The Kansas City store of Hanan 
& Son prints its hosiery advertis- 
ing in quite fancy italic type, for 
emphasis as well as for beauty; 
and manages to give the impres- 
sion of a wide variety of colors. 
Three-pair sales are aimed at 
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“Hosiery for every occasion.” Wy- 
man, 19 Lexington, Baltimore, Md. 

“Hosiery, sheer, all-silk, chiffons 
of exquisite beauty. Regular Hole- 
proof $2.25 values! Now $1.95” 
Stewart’s, 25 Whitehall Street, At- 
lanta, Ga. 

“Shoes and hose for brides of 
June. Hosiery As You Like It. We 
color your shoes to match your 
gown.” Chandler’s, 222 Main St., 
Jacksonville, Fla. 

“Special hosiery. Full-fashioned 
chiffon; guaranteed $1.25.” Fashion 
Boot Shop, 7 South Eighth Street, 
Philadelphia, Pa. 

“Stone’s beautiful hose. New sum- 
mer shades, $1.95 pair; 2 pairs $3.50; 


A wonderful selection to 
choose from .. . also mew 
ideas im. fashionable col- 
ored hids ... The finest 
footwear obtainable, mod- 
erately priced. 3 


; “200 Each. _™ | 

aR. 

Hosiery gets a headline all its 

own here—“Stone’s Beautiful 

Hose.” This successful Cleveland 

house quotes prices on one, two 
and three-pair lots 


3 pairs $4.95.” 
Euclid Avenue, 


Stone Shoe Co., 312 
Cleveland, Ohio. 

“Hosiery to harmonize, all-silk 
chiffon, $1.65.” Hanan & Son, 1401 
Euclid Avenue, Cleveland, Ohio. 

“Fancy lisle hose 55c., 65c.” Chis- 
holm Boot Shops, Cleveland, Ohio. 

“Hosiery, full fashioned, sheer 
silk, all popular shades, $1.35 (3 
pairs $4).” Forsythe Shop, 820 Eu- 
clid Ave., Cleveland, Ohio. 

“Women’s silk hose—all colors. 
Extra special at 99c.” Daniels, 719 
Prospect Avenue, Cleveland, Ohio. 

“Kayser hosiery with slipper heels, 
$2.00.” Breck’s Walk-Over Boot 
Shop, 518 Walnut Street, Des Moines, 
Iowa. 

“White silk hosiery, $1.30 to $2.50 
pair. Full-fashioned. Chiffon and 
medium weight. All sizes.” Hess, 
8 East Baltimore Street, Baltimore, 
Md. 

“Children’s hosiery, short socks, 
mercerized and silk pleated in all 
patterns and shades, 35c and 50c. 
Three-quarters, misses’ and boys’, 
plain and with fancy cuff, 50c. Boys’ 





Express Good Taste and Style 


P-B Varsity shoes signify splendid appear- 
ance, excellent workmanship and supenor 
leathers. In brown, tan or black, also Nor- 


wegian and Scotch grain 
‘7 50 


-~For the Boy 
‘ areity Shoes 


| HOSIERY 

| Silk—sitk and Lisle 
—Lisle. New pat 

| terns, 75¢ ond up 


“SS and $6.50 


” Men’ s Shop— Down “~~ 











An advertisement that can easily 
be duplicated in any newspaper 
office, all from type, with the ex- 
ception, of course, of the shoe 
cuts and the signature. Here the 
hosiery talk is placed off to one 
side, in italic type, and is further 
“played up” by having a rule 
around it 


novelty socks, mercerized lisle, 50c.” 
Verner, 249 Fifth Avenue, Pitts- 
burgh, Pa. 

“Full fashioned silk hosiery. Val- 
ues to $1.85, $1.29; 3 pairs $3.75.” 
Queen Quality Boot Shop, 34 West 
Thirty-fourth Street, New York, 
N. Y. 

“Hosiery, pure silk, $1.39 per pair; 
full fashioned, 3 pairs $4.00.” Wise 
Shoe Store, 137 West Forty-second 
Street, New York, N. Y. 

Hosiery to match unusual shades.” 
Penn Delphia Boot Shops, 515 Mad- 
ison Avenue, New York, N. Y. 

“Gordon Hosiery in all shades.” 
The Arch Preserver Shoe Shop, Inc., 
609 South Fourth Street, Louisville, 
Ky. 

“Beautiful silk hosiery, $1.95; 3 
pairs for $5.50.” Rich’s, F Street at 
Tenth, Washington, D. C. 

“Beverly lavender stripe chiffon 
hose, $1.95; 3 pairs for $5.50.” 
Husch Bros., 212 Fourth Ave., Louis- 
ville, Ky. 

“Hosiery, too, in all shades.” 
Burns, Grand River at Griswold, 
Detroit, Mich. 

“Sporty sox, 50c.” Robinson Shoe 
Co., 1016 Main Street, Kansas City, 
Mo. 

“Onyx hose, Pointex heels, white 


. and summer shades, $1.65.” Robin- 


son Shoe Co., 550 Minnesota Avenue, 
Kansas City, Kan. 

“Hosiery. Lisle sole and all silk 
top; all smart new season’s shades. 
$1.65.” Peacock Shop, 1004 Grand 
Avenue, Kansas City, Mo. 

“TI. Miller hosiery, $1.95. Box of 
three pairs, $5.50. Chiffon, and full- 
fashioned, too!” I. Miller Stores, 
Inc., 578 Main Street, Buffalo, N. Y. 
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This New Idea Is 
The Arrowhead Liberal Proposal Plan weleomed 


A with hide-bound ideas 
of hosiery selling! Arrow- 
head has blazed the trail to 
greater profits by a new LIB- 
ERAL PROPOSAL PLAN which 


oe 











(a) makes it unnecessary for 
dealers to carry a large 
stock; 

(b) enables them to sell 
from the Arrowhead 
warehouses on a 24-hour 
delivery guarantee; 


offers dealers exchange 
or credit for obsolete 
colors; 


and makes it possible 
for them to sell high 
grade hosiery at SPE- 
CIAL prices which carry 
a FULL margin of profit! 








Like wild-fire this new idea 
(only a few weeks old) has swept 
the country. At this writing the 
map shows the cities in which 
this idea has been proven—but 
by the time you read this, many 
more cities will have been added 
to the list. Put your city on the 
lis-—let your store share in this 
new profit-plan. 


No more liberal proposal has 
ever been made by a hosiery 
manufacturer. Never have 
profits been so certain. You 
can’t lose. 








Get the complete details of this 
remarkable plan. Swell your 
sales. Pyramid your profits. Re- 
duce your investment. Speed up 
“turnover.” 








LIBERAL PROPOSAL 


ARROWHEAD 
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Making Money Everywhere 


by Profit-hungry retailers from coast to coast! 























PLAN | for Sellin 


remarkahle 
OSIERY “**"" 


Over a Million Dollars in Sales in 
32 Cities have Proven the Value 
of this Plan 


Read what the Abrahamson- 
Bigelow Co., of Jamestown, 


N. Y., writes: 


“We have been so _ pleased 
with the sales of Arrowhead 
Hosiery during the past ten days 
that we cannot refrain from writ- 
ing you about the success of the 
sale. 

“This has been the biggest 
hosiery sale ever conducted in 
Jamestown; considering that our 
population is only 40,000, we 
think selling 1,000 to 1,200 pairs 
per day is a wonderful sale. We 
have had to wire several times 
for more goods and have decided 
to continue the sale for another 
week. 

“We haven’t found anything 
that has caused a stir for 
some time so we are going to 
get all we can out of this sale, 
while everybody is _ interested. 
The best thing is that the people 
are 100% satisfied with the 
hosiery.” 


Let us explain the Arrowhead 
Liberal Proposal Plan which is 
making profits grow where they 
never grew before! 


RICHMOND HOSIERY 
MILLS 


Chattanooga, Tenn. 


Offices and 24-Hour Service Warehouses 
located in: 
New York, 30 W. 24th St. 
Chicago, 230 So. Wells St. 
Chattanooga, Tenn. 
San Francisco, 49 Geary St. 
Portland, Ore., 246 Stark St. 





Write now 


for the 
details of this 
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FU Callum 


ANNOUNCES 
Fall Style Openings 
October 4 to 16 


Dates set for store presentations of McCallum fall styles and colors 


Both the McCallum dealer who car- 
hag a year, once ries a complete line and the dealer 
in the spring and who stocks only a few numbers will 


once in the fall, when 
women normally expect 
to find new things in style 
and color, McCallum an- 
nounces, through the leading women’s pub- 
lications, the opening of its line. These 
consumer announcements suggest to women 
that they take advantage of these special 
showings in order to purchase hosiery when 
stocks are fresh and new. 


The McCallum Concentration plan is a 
very simple co-ordinating of the advertising 
and selling efforts on the part of manufacturer 
and retailer. It involves a powerful national 
advertising campaign by McCallum and a 
supporting effort by the dealer through 
counter and window displays and through 
local newspaper advertising. 


Stimulates sales permanently 


The purpose of the plan is not to double or 
triple sales for a few days, with a later slump, 
but to concentrate our national advertising 
and your local efforts when new things are 
of interest, in order to stimulate a normal 
and healthy growth of sales on regular goods 
at regular prices throughout the season. 


This concentration of 
selling effort is not an ex- 
periment. During the last 


find this showing of McCallum two years three of these 
Hosiery extremely profitable 


merchandising events 
have taken place. The 
average sales increase of merchants partici- 
pating in 1925 was 4o.1 per cent for the year. 
This figure is exact. It represents an actual 
increase in business on regular merchandise. 


Your opportunity this fall 


This fall the McCallum Style Openings are 
scheduled for October 4 to 16. These open- 
ings will be announced in the October issues 
of the principal national women’s publica- 
tions. This merchandising effort offers you a 
real opportunity to increase your McCallum 
sales—an opportunity too good to let slip 
by. The impetus this drive will give your 
McCallum sales will last for months. 


The sooner we know your intention to 
make a special showing of McCallum during 
the Concentration period, the better we can 
help you make this participation profitable. 
Some very distinctive pieces of display 
material and advertising helps will be offered 
on request to stores taking part in the Fall 
Style Opening. 


McCALLUM HOSIERY COMPANY. Northampton, Mass. 


NEW YORK SALES OFFICE, 417 Fifth Avenue 


CHICAGO, 36 So. State Street 


PHILADELPHIA, 1001 Chestnut Street 
BOSTON, 77 Summer Street 


July 3, 1926 
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400 Pairs a Week Pass Over 


105 


This 12-Foot Counter 


Baltimore Store Shows 45 Per Cent Gain in Short Time 


ROM the For- 
sythe Shoe 
Company of 


Baltimore comes 
this interesting ac- 
count of how the 
sale of hosiery in- 
creased by leaps and 
bounds. 

When B. Rosen- 
berg came to the lo- 
cal Forsythe Shop, 
about 275 pairs of 
hose were sold week- 
ly. Mr. Rosenberg’s 
hobby of bringing 
hosiery and findings 
to the foreground 
has met with imme- 
diate results. The 
total number of 
pairs sold now has 





remained seated 
while the salesper- 
son filled in the 
check and carried 
check and package 
to the cashier’s and 
wrapper’s desk, then 
returning to shoe 
section to give cus- 
tomer the package. 

Mr. Rosenberg in- 
stituted the system 
whereby the sales- 
girl asks her cus- 
tomer to come with 
her to the cashier’s 
desk to get the pack- 
age, in the meantime 
passing the hosiery 
section. The sales- 
girl then suggests 
hose to match the 
shoe, and turns the 


been increased to 

400 pairs weekly. When a shoe sale is completed in the Forsythe store in Balti- customer over to a 
How this was ac- more, the customer is led past the hosiery counter on her way girl in the hosiery 
complished will fol- to get her package and change. Hosiery is suggested by the department. To be 
low. later. salesman and the customer, if interested, is then taken in ‘ure, every shoe 


The store is situ- 
ated on one of Balti- 


charge by the girl who presides over this section. 


customer does not 
buy a pair of hose, 








more’s busiest 
streets, Lexington, in the heart of 
the shopping district. The hosiery 
department is prominently located at 
the entrance of the store on the 
right-hand side, and takes up a space 
of twelve feet. The hosiery is stocked 
in glass front cabinets of eight sec- 
tions each. There are nine cabinets, 
making a total of 72, which rest on 
six sections of drawers three deep. 
The hose is arranged in sizes in the 
upper cabinets, the extra stock is 
kept in the lower drawers, making 
the refilling of the former a very 
simple matter. The hose is displayed 
in showcases as well as on the 
counters. 

When Mr. Rosenberg came to the 
Forsythe Shop he found that the 
selling of hosiery was taken for 
granted, and: that it was a minor 
consideration in the store. He there- 
fore set to work to stimulate in- 
terest in hosiery among his sales 
force. 

In addition to the regular 5 
per cent commission on all ho- 


siery sold, he offered weekly 
prizes of $1, $2 and $3 to those 
of the force who sold the great- 
est number of pairs beyond the 
quota set for the particular 
week, the quota, of course, de- 
pending upon the season of the 
year. 

About Christmas time, as well as 
Easter, the quota per week for the 
individual salesperson, is sixty pairs. 
At other times it is anywhere from 
thirty to fifty pairs. Mr. Rosenberg 
determines the exact amount. In this 
system of awards, sales are stimu- 
lated, and there is much effort put 
forth to sell hose with every shoe 
sold. 

Aside from the fact that the 
sales force is urged to sell the hos- 
iery, 4s much prominence as possi- 
ble is given the display of hose. In 
the store windows as well as in show- 
cases and on top of cases spot lights 
are employed. A small electric sign 
also attracts attention. Heretofore 
when a shoe was sold the customers 





but she is at least 
introduced to the values and kinds 
of hosiery sold here. 

Incidentally the store carries only 
one line of hose and women’s only, 
prices being $1.35 for lisle top, $1.50 
for all silk with garter top. The 
latter was introduced by Mr. Rosen- 
berg to meet the demand for all silk 
hose. A special offer of three pairs 
of the former style at $4 attracts the 
customer and encourages buying in 
quantity. A sign announcing the 
fact is much in evidence. 

Letters rather than numbers are 
used to indicate the sizes—A for 
814, B for 9, C for 91% and D for 10. 

The hosiery comes in _ three 
weights. About 75 per cent of the 
hosiery sold is chiffon, 15 per cent 
in the service weight and 10 per 
cent in the heavy weight. As for 
the color range, whites are selling 
best at this time, and the others fol- 
low in order of popularity: 

Atmosphere, flesh, French nude, 
fallow, silver, cinder, sunburst, rose 
blond, beige and champagne. 
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No Store With a Complete Stock 
Need Fear Competition From Peddlers 


UMMER, when outdoor life calls for the 

most hosiery, is here. Summer, when fine 
weather encourages peddlers to work hardest 
ringing door bells. 

Merchants everywhere are keenly interested 
in ways and means of meeting house-to-house 
competition. From all America came a flood 
of requests for the Everwear Plan for defeat- 
ing the peddler as offered in the June maga- 


zines. 


Let us again repeat—the basis of any suc- 
cessful operation is to have a complete stock 


yourself. 


Now is the time to keep your Everwear line 


up to the minute in sizes, colors, and values, 
and the battle is half won. Investigations show 
repeatedly that peddler competition is stiffest 
where retail stocks are scantiest. 


The new Everwear numbers offer you some- 
thing in colors and ideas almost without equal. 


Unbeatable popular priced hosiery in all 
grades is being produced by Everwear this sea- 
son. Knitted in daylight factories where honest 
weaving and fresh silk give the hosiery maxi- 


mum wear. 
Send now for a trial order of Everwear. 


Judge and compare it with the lines you carry. 
The merchandise is its own best salesman. 
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A telegram or letter will bring you prices or samples at once 


THE EVERWEAR HOSIERY CO., Milwaukee, U.S. A. 


Pioneer Makers of Quality Hosiery for Men, Women and Children 


YEE pee ° 
@ Hosiery 








© 1926—Everwear Hosiery Co. 








Issue of July 3, 1926 








corder 


q 














aL 





Boot and Shoe Recorder 


The stock on hand, which aver- 
ages about 800 pairs, is kept in ex- 
cellent condition. A daily inventory 
is taken and sizing in is done twice 
a week. Mr. Rosenberg believes that 
frequent ordering makes for a more 
active turnover, and keeps one posted 
on the shades that are moving. He 
therefore sends orders twice weekly 
to the main office. 

Similar methods as mentioned 
above are used to increase sales in 
puckles and other findings. In or- 
der to save time as well as seizing 
the psychological moment for the 
sale, each salesperson carries with 
him a small buckle. This is clamped 
on the pump when tried on, and if 
the buckle is desired, the mate is ob- 
tained at the counter and the sales- 
person takes another for the next 
customer. At the end of the day all 
buckles are turned in to the person 
in charge. 

Mr. Rosenberg is assisted by 
Harry Erdman. Miss T. Stark is in 
charge of the hosiery. 


Taking Trade from the 


Canvasser 


There’s no limit to what has been 
said and is being said about the 
house to house canvasser. When all 
is said and done, however, it is safer 
and saner to attack his merchandise 
than to indulge in personalities. This 
is the angle from which the Heywood 
Shoe Store of Worcester, Mass., went 


at the problem. The result was the 


following printed letter sent to every 
name on the store’s books and which 
has met with an exceptionally favor- 
able response: 

“We find that agents of one of the 
direct sales hosiery companies are 
canvassing Worcester and have made 
many sales, some of them to our reg- 
ular customers. 

“We have investigated carefully 
the hosiery offered in this manner 
and find that, quality and price con- 
sidered, there is no advantage in 
making your purchases from such a 
source. 

“We have in our hosiery depart- 
ment, goods that are equal or better 
for a similar price. In addition, we 
offer the service of a trained clerk, 
familiar with all lines of hosiery, a 
large and well-selected stock from 
which to choose, and immediate de- 
livery. In case of any complaint, you 
are able to obtain from us immediate 
and fair adjustment. Further, when 
buying at our store you are dealing 
with a concern that has been in busi- 
hess in Worcester over sixty years, 
and you know our reputation for bus- 
iness honesty and reliability. 

“If you buy from a canvasser you 
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are often obliged to make a part 
payment in cash with the order, and 
arrange to pay the balance C. O. D. 
to the postman whenever he happens 
to bring you your goods. This means 
that you must have the money on 
hand to pay the balance and that 
you also pay a charge for the return 
of the money. It may not be conve- 
nient to make such an arrangement, 
especially as you do not know just 
when the shipment will come in. 
“We would also call to your espe- 
cial attention the fact that money 
for such purchases goes out of Wor- 
cester and that neither agent nor 
concern represented by him pay any 
taxes for the support of our city. 








Some male golfers balk at wearing 

woolen hose on the links. Here is a 

good-looking cotton golf hose for these 

men, shown by Marshall Field & Com- 
pany 








We are all interested in seeing our 
city grow in wealth and prosperity, 
and we feel that all of us should 
make our purchases in Worcester; 
certainly so, when there is no advan- 
tage in buying outside. 

“If you have purchased hosiery 
from any agent, we will be very glad 
to have you submit such purchase to 
us, and allow us to show you that we 
could have given you as good value 
and quality from our own large and 
selected stock, and in addition better 
attention and service. 

“We suggest that you aid our own 
city as much as possible. Purchases 
in Worcester aid Worcester stores, 
Worcester clerks, Worcester banks 
and, in fact, all Worcester citizens.” 
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He “Sampled” His Hosiery 
to Get a Start 


Various ways of bringing the ho- 
siery department of a shoe store 
before the buying public have been 
tried. Now comes A. F. Siren of The 
Bootery, Caspar, Wyo., and tells how 
he achieved a flying start. “As our 
retail shoe prices are from $8.50 to 
$12.50 we felt that we would be 
better off in carrying one line of 
women’s stockings in various weights 
at one price, that of $1.95 retail 
grade. We wanted to get a number 
of women wearing these stockings 
and talking about our hosiery de- 
partment, so decided upon the idea 
of giving away stockings with the 
shoe sales at irregular intervals 
during the year, 

“The regular $1.95 hose that costs 
$1.82 was given free. There was 
only one string to the offer. In order 
to get the free stockings, customers 
were obliged to clip a newspaper 
coupon. Advertising copy told that 
the reason the offer was made was 
that the store knew that the stock- 
ings were meritorious, and that the 
best way to prove it to the public 
was to ask them to wear a pair with 
the store’s compliments. Shoe sales 
showed a 35 per cent increase the 
days these offers were made. 

“So that the customers would not 
outguess us, these offers were made 
at irregular intervals, about once in 
three months. This scheme cannot 
be worked too often, for it would 
spoil the effect, as well as to have a 
cheapening influence on the entire 
store. By stressing the thought that 
the purpose is to advertise the stock- 
ings, and by putting the soft pedal 
on the free part, a mighty good re- 
action has been experienced.” 


Mirror Used as 


The Broadhurst-Young store in 
Denver has a clever way of giving 
their customers a bit of privacy. 
Between every second seat is a slid- 
ing mirror about two feet square 
which serves both as a mirror and a 
screen. This is easily pushed in out 
of the way, when not in use. As it 
is a two-faced affair, it serves cus- 
tomers on both sides. 


Partition 


Finery Takes More Space 


The Finery Silk Stocking Com- 
pany has taken another floor at 179 
East 87th Street, New York. This 
additional space is planned to great- 
ly facilitate the handling of the in- 
creasing orders for Finery Coral 
Band Hosiery. 
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Is the $3-22 
Stocking Trade 


Worth the Effort It 
Costs You to Get? 


Such customers are in the minority 
but their influence reaches far. Often 
their personal hosiery purchases ex- 
ceed $200.00 a year. That mieans 
profit. By their ability to pay, they 
demand and get what they want. This 
season they are looking for two im- 
portant points, beside wearing well 
their hosiery must blend exactly with 
costume and complexion. 


Color All Important 


Fashion demands the newest shades 
while they are new. Holyoke experts 
daily check and anticipate the color 
trend. Hence buyers of Holyoke Silk 
Hosiery from Maine to California are 
offering their trade colors that sell. 


Wearing Quality Holds Trade 


Your customers do expect wearing 
quality. Naturally a chiffon is more 
fragile than the service weights. But 
as between two chiffons, the one that 
gives substantial wear in addition to 
fine appearance will hold satisfied cus- 
tomers. This is one reason why nine- 
teen Fifth Avenue shops have selected 
the Holyoke line. 


Write for complete information 
and special trial offer. 


HOLYOKE SILK HOSIERY 
COMPANY 
Holyoke, Massachusetts 
358 Fifth Avenue, New York City 
453 Washington Street, Boston, Mass. 


Silk 


_HOSIE 
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CONSIDER 


how much easier it is 
to sell a stocking with 
real selling features 


DUO TOE and HEEL 


Reg. U. 8S. Pat. Off. 


Made in lisle top silks 
Medium, extra service and chiffon weights 
Also silk to top chiffon 


ELLIOTT HOSIERY CO. 
258 Fifth Ave., New York 
“The Stocking of the Future” 

















Full swing of fhe pewpuLuri 
non The conmow-place of six 
a The smaat woran 


Ohi 


copy” 4 , 





SIS FOURTH AVE. 


TEL. GRAMERCY- 6866 























“The Place to Sell Hosiery Is the Shoe Store” 
THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. Each month the idea grows 
bigger. 

So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
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| LARGMAN, GRAY COMPANY 


gives up a Four Million Dollar Business to concentrate on 


BLVE MOON Silk Hosiery 


E have sold our open line plant, which last year produced 

$4,000,000 in fine silk hosiery for women. Naturally, the 
question is why, and this is our reason: 
From now on, we shali center our entire effort on the manufacture 
and sale of Blue Moon Silk Hosiery. We shall make and sell 
nothing else. We already have plans under way for a great new 
Blue Moon plant that will be the world’s last word in the scientific 
manufacture of full-fashioned silk stockings. 


These facts speak for themselves. When a company gives up a 
thriving $4,000,000 business for something else, that something 
else must be good. In this case it is more than good. It is Blue 
Moon! 

In less than six months, this new Blue Moon Silk Hosiery has be- 
come a nation-wide success—a really sensational achievement. Our 
future we gladly entrust to Blue Moon Silk Hosiery alone—of- 
fered now and always to you and your trade. 


LARGMAN, GRAY COMPANY 
PHILADELPHIA, PA. “Leager Wear 


. — 
New York Office: 389 Fifth Avenue in Every Pair 











AN ADDED PROFIT MAKER 
—for Your Store 


LYONS HOSE PROTECTOR 
for Men, Women and Children 


HE LYONS HOSE PROTEC- 

TOR is made of the _ highest 
quality soft sponge material and will 
add comfort to any shoe. It will 
SAVE STOCKINGS as it eliminates 
all slipping of shoes, gripping the 
shoe firmly to the heel. Especially 
made for Pumps, Dancing Slippers, 
Golf Shoes and all makes of low cut 
shoes. Also recommended for Riding 
Boots. It has no rival. For a 
BLISTERED HEEL the Lyons 
Hose Protector will give instant 
relief. 
Protectors are put up on very attractive 


Counter Self-seller Display Cards holding 
1% dozen pairs and one size and color to a 


ecard only. 
PRICES 


Large size $1.90 per doz. or $2.85 per card Three Colors 
Medium size 1.60 per doz. or 2,40 per card Champagne, Russet, 
Small size 1.40 per doz. or 2,10 per card Pearl Grey 


If displayed they sell quickly 


Once used - always used 
Write for Samples 


LYONS HOSE PROTECTOR CO. 
Omaha, Nebraska, U. S. A. 
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SPECIAL NOTICE 

















Halcyon Knitting Mills Co., Bethlehem, Pa. 
H. H. Wood & Co., Lakeport, N. H. 

G. H. Tilton & Son, Laconia, N. H. 
Belknap Stocking Co., Laconia, N. H. 

Jos. Black & Sons Co., York, Pa. 


Pilling & Madeley, Inc., 2150 E. Hunting- 
don St., Philadelphia, Pa. 


Hunter Hosiery Mills, 1815 Bristol Street, 
Philadelphia, Pa. 


Sulloway Mills, Franklin, N. H. 


HIRNER HOSIERY 


number. 








The following hosiery manufacturers have 
been licensed under my Patent No. 951,565 
to manufacture and sell checkered knit 
fabric of the “float” type. 

All such merchandise is marked with my 
patent number and license number. 


NOTICE TO JOBBERS AND RETAILERS 


Vif 





Ashland Knitting Co., Ashland, N. Y. 
Nick-a-Jack Hos. Mills, Chattanooga, Tenn. 


Bottum & Torrance Co., Bennington, Vt. 





Champion Knitting Mills, Chattanooga, 
Tenn. 


H. Sutro & Son Co., E. Thompson and 
Clearfield Sts., Philadelphia, Pa. 


Bear Brand Hosiery Co., Madison and 
Market Sts., Chicago, Ill. 


CO., ALLENTOWN, PA. 





Before making purchases of fancy hosiery of the 
“float” type, be sure that such merchandise has 
been licensed and bears license mark and patent 


Merchants buying fancy hosiery of the “float” 
type which bears no license and patent number, 
subject themselves to an infringement suit as well 
as the manufacturer involved. 


Signed E. A. HIRNER 


PATENTEE 


ALLENTOWN, PA., July ist, 1926 , 
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